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There’s an ever-growing army of satisfied Pilot policyholders 
shielded by real protection. From a distance these tents look alike— 


Those who come to know the Pilot Life line, however, 
realize what a diversity of coverage is available, with policies 
to meet every individual need. 


Here Are the Pilot Tools: 


Participating and non-participating plans. Sub-standard risk contracts. 
Complete accident coverage, including 


Non-medical on Men and Women. = : 
policies for children. 





Endowment and ordinary life policies on Training school and home office assist- 
children. ance. 
J Disability and double indemnity contracts Liberal first year and non-forfeitable re 
= for both men and women. newal commissions. 
7 T. D. BLAIR, Agency Manager A. W. McALISTER, President 
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Sell 
As reflected in ideas presented by agents of The Northwestern 
Mutual Life Insurance Company in a book issued by that Company 
entitled, ‘Wise Saws and Modern Instances”: , 
Jeffers 
“The matter and manner of what the agent says either in- Sm 
sures the man or leaves him uninsured.” 
“Successful life insurance agents are at least seven-tenths To ¢ 
salesmen to three-tenths theoretical insurance men. Cultivate 
bs %9 
salesmanship. —s 
‘“Salesmanship is simply making someone else feel as you _ 
do about the thing you have to sell.” 
“Arguments won’t sell life insurance.” GRE 
Jefferso 
‘“Salesmanship is the ability to sell a man something at a the Pil 
mutual profit which he had not thought of buying before the wong 
salesman called his attention to it.” chase © 
sé ~ e ° . 9 for a ré 
Make insurance interesting to every man you talk with. the con 
‘ . — ‘ majority 
“Tt is not so much what you say as it is the kick that you firmed 
put behind it that brings results.” Peach 
| “T believe absolutely that ninety-five per cent of the psy- Like wi 
| chology of salesmanship lies in the head of the seller and not yee 
in that of the buyer.” fhe Fe 
on . ° . e G he 
| Che rules of success in life insurance are so simple that dd os 
we stumble over them. What is simpler than the proposition that ae 
| you plan and lay out today the work you are going to do to- nica 
morrow?” Price, p 
, tial “ire 
All of which is referred to life insurance salesmen for thought and a 
consideration. reasons 
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Sell Control 
of Pilot Life 


Jefferson Standard Life 
Smith Richardson Interests 
for $600,000 


Buys 


TO OPERATE SEPARATELY 


President Price Says Purchase Is for 
Investment Only—Have Differ- 
ent Selling Plans 


GREENSBORO, N. C., Dec. 4.—The 
Jefferson Standard Life now controls 


the Pilot Life. The Jefferson Standard’s 
former substantial holdings in the Pilot 
have been supplemented by the pur- 
chase of the Smith Richardson interests 
for a reported price of around $600,000, 
the combined holdings representing the 
majority stock. The deal has been con- 
firmed by executives of both concerns. 
The two companies will operate under 
their separate identities and as distinct 
units. A. W. McAlister, president Pilot 
Life will remain as the head of that 
business and so far as known no imme- 
diate changes in personnel will be made. 
The Pilot occupies its new group of of- 
fices at Sedgefield, six miles west of 
Greensboro, while the Jefferson Stan- 
dard occupies the five top floors of its 
17-story office building in the city. 


Steck Bought as Investment 


“About three years ago,” said Julian 
Price, president Jefferson Standard, “the 
Jefferson Standard acquired a substan- 
tial interest in the Pilot Life because we 
considered it a very desirable investment 
with large possibilities. For the same 
reasons we ‘have just acquired a still 
larger block of the stock and altogether 
own a majority. 

“It is our plan and purpose for the 
Pilot Life to continue to operate as it 
does now, as a separate and independent 
organization and at its present location. 
There can be no conflict of interest. On 
the other hand the Pilot Life’s general 
agency plan and the Jefferson Standards 
branch office plan of operation will ad- 
mirably supplement one another. I con- 
fidently expect both companies to 
achieve bigger and better things and to 
become a larger and larger factor in the 
development of North Carolina and the 
south 


Will Operate Separately 


Mr 
Same 


McAlister’s statement was in the 
tenor and concluded, “I am as- 














sured by the executives of the Jefferson 
Standard that they have purchased this 
Stock because of its desirability as an 
investment and that they have no other 
purpose than one of the utmost friend- 
liness toward the Pilot Life. I am as- 
sured further that it is their desire and 
intention that the Pilot Life Insurance 
company shall continue to operate as a 


separate and independent organization at 
its present location and in line with that 
policy they have expressed a desire that 
(CONTINUED ON PAGE 13) 





Inter-Southern Deal Public 





Keystone Holding Company, Owner of Security Life of 
Illinois, Northern States and Reinsurance Life, Is 
Buyer—Price Reported Over $3,000,000 





Contract for the purchase of control of the Inter-Southern Life of 
Louisville was approved by the courts having supervision of the Cald- 
well & Co. affairs. The contract provided for the purchase of a maxi- 
mum of 2,000,000 shares and required the deposit of not less than 1,200,- 
000 shares, most of which is already in the hands of an escrow agent 


at Nashville. 


escrow afrangement are under option to the new owner. 


About 450,000 additional shares not coming under the 


The total 


number of shares now outstanding is 3,093,667 and it is expected that 
the new owner will acquire about 85 percent of the total issue. 
The purchaser is the Keystone H Holding Company, which already 


controls and operates successfully the > > 
Security Life of Chicago (which this 
year absorbed the Reinsurance Life) and 
the Northern States Life of Hammond, 
Ind. Associated with the Keystone 
Holding Company in this purchase are 
prominent banking interests in the east 
and middle west. The purchase includes 
all the former insurance holdings of 

Caldwell & Co. of Nashville and asso- 
ciated interests. 

The successful completion of this 
transaction represents actual stock con- 
trol of three life companies, the Inter- 
Southern, Southeastern Life of Green- 
ville, S. C., and Home Life of Little 
Rock. In addition the Inter-Southern 
owned 30 percent of the stock of the 
Missouri State Life, which in turn has 
an option on 51 percent of the stock of 
the Southwestern Life of Dallas, part of 
which has already been paid for. 


Size of the Combination 





of the pledgees | of the stock had to be 
brought into the negotiations and satis- 
fied to the terms of the contract. 
Finally, where receivers were acting, it 
was necessary for them to obtain the 
approval of the respective courts hav- 
ing jurisdiction. Careful provision was 
made to protect both the purchasers and 
the life insurance companies included in 
the purchase against loss, if any, due to 
any transactions which occurred prior 
to the present purchase. 


as 


No Change in Management 


in the management of the 
companies is contemplated, except the 
election of representatives of the pur- 
chasers as directors of some of the com- 
panies in the group. The purchasers 
are not ready to announce in detail their 
plans for the permanent centralization of 
the control of the group of companies 
but it can be stated that they contem- 
in the financial set-up of 


No change 





The size of the companies involved plate changes 
can be seen from the following table: | ————————_ aac 
Total 
Capital Assets Surplus Prems Income Ins. in Force 
Mo. State....... $4,000,000 $143,261,545 $3,245,132 $28,600,626 $41,432,625 $1,232,765,265 
Inter-Southern. 1,250,000 20,203,839 500,000 4,022,157 5,619,145 158,459 462 
Home, Ark 300,000 4,088,691 142,202 1,197,475 1,424,901 50,306,278 
Southeastern 200,000 3,977,601 151,688 926,226 1,176,506 44,503,899 
Southwestern 2,000,000 33,153,724 2,691,802 6,839,713 8,979,512 271,668,704 
Adding to the corresponding figures; , , * +8 : Be ee 
s i | the Inter-Southern Life, which will re- 


of the other companies previously ac- 
quired and now operated by the same 
interests, the aggregates for the group 
are assets $235,000,000, income $70,000,- 


000, insurance in force $2,050,000,000, | 
and annual new business production 
$600,000,000. 


Already Controls Two Companies 


This purchase represents the culmina- 
tion of negotiations initiated some time 
ago. After considerable progress had 


| considered 


been made, the negotiations were greatly | 


complicated by the appointment of re- 
ceivers for Caldwell & Co., the original 
owners of 2,000,000 shares of 
Southern Life stock for the 
Tennessee, which had purchased a large 
amount of the stock from Caldwell & 
Co., and for the National Bank of Ken- 
tucky, which held a very large amount 
of the stock as collateral 
Caldwell & Co. 


Steck Largely Hypothecated 
Virtually all of the Caldwell & Co. 


stock was hypothecated as security for 
numerous loans obtained by that concern 


from banks and others in several differ- | 


Inter- | 
3ank of | 


for loans to} 


| 
| 
| 
| 


| which 


| Co. 


duce its large holdings of stock of other 
insurance companies, all of which were 
acquired during the present year. Re- 
gardless of the fundamental soundness 
of these investments and the probability 
that large earnings would be made from 
them by the Inter-Southern Life, it is 
advisable that these stocks 
should not remain permanently in its 
investment portfolio. 
BANK CONTESTS SALE 

The U. S. district court at Nashville 
held a hearing Wednesday on an_ ob- 
jection of the Central Bank & Trust 
Company of Asheville, N. C., to the 
sale of 1,998,000 shares of the Inter- 
Southern to the Keystone Holding 
Company. The grounds cited are that 
all but 20 shares is pledged and all 
money received for the stock would go 
to the pledgees. The computation by 
the sale price of $1.50 a share 
arrived at also was questioned. 
Douglas, receiver for Caldwell & 
said he understood the Keystone 
is solvent. He said Commis- 


was 
Lee 


company 


U.S.Court Makes 
Important Rule 


Interpretation of Total and Per- 
manent Disability Clause Is 
Broadened 


SETS VITAL PRECEDENT 


Decision in War Risk Case Involving 
Tuberculosis Is Believed to Af- 
fect All Companies 


An 


companies 


to all life 
clauses re- 
“total and permanent” disability 
Nov. 29 by the United States 
circuit court of appeals at St. 
that proof of 
not required recovery 
but “such im- 
pairment as to render it impossible for 
the to follow 
uously any substantially gainful occupa- 
tion.” 

While this ruling was in a case in- 
volving war risk insurance, it is believed 
that it applies with equal force to all 
such policies issued by private life in- 
surance companies. This construction 
in the past has been placed on the dis- 
ability feature in accident policies. There 
have been a number of decisions in life 
insurance cases which sought to broaden 
interpretation of the clause, several of 
them stipulating that inability to take 
part i substantially all gainful occupa- 
tions was considered sufficient evidence 
of permanent and total disability. 

Affirm 


important precedent 


writing disability 
quiring 
was set 
Louis in 
in- 


a decision “absolute 


capacity” is for 


under such clauses, only 


disabled person contin- 


Lower Court Ruling 


Judge Kenyon wrote the opinion af- 
firming a ruling of Federal District 
Judge Reeves at Kansas City awarding 


$4,082 to W. O. Phillips as father and 
administrator for his son, oo. wh. 
world war veteran, who died of tuber- 


culosis in 1923. Judges Booth and Gard- 
ner concurred. 

The father claimed that his son was 
permanently disabled when he left the 
service in 1919, although he produced 
testimony that the boy was in robust 
health on entering the service. He 
claimed $57.50 a month disability pay- 
ment under the war risk policy from 
1919 to the time of death, although the 
boy had filed no claim. 

In defense, the government contended 
that young Phillips had been employed 


before his death and therefore was not 
totally disabled within the meaning of 
the clause. The court said: 
Exxeerpts from Opinion 
“Just when the total disability oc- 
curred is the problem of doubt. The 


evidence shows that he carried on dur- 
ing the war and came back from it 
practically a wreck, with hollow cheeks, 
a severe cough, shortness of breath 
after exercise and night sweats; that he 
worked with difficulty and was com- 





pletely worn out and in a condition of 


ent states, and the receivers and their | sioner Caldwell of Tennessee had ex- | continuous fatigue. 


counsel, and the representatives of all 


(CONTINUED ON PAGE 12) 
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Dornfeld Feted as He Takes 
Chicago Post with Guardian 





GENERAL AGENTS ARE GUESTS 





Frank Weidenborner of Home Office 
Tells of Company’s Ambitious 
Sales Program 





F. F. Weidenborner was host to sev- 
eral leading Chicago general agents Mon- 
day at a dinner in honor of H. 
Dornfeld, who is opening the second 
general agency for the Guardian Life in 


Chicago. It was an amiable party of 
banter as well as bouquets for Mr. 
Dornfeld. 


Mr. Weidenborner told his guests that 
the Guardian Life is a company of 
young men, who are ambitious that a 
sales program be set in motion which 
will put the company in the ranks of 
the largest operators in the country. 


Has Eight New York Agencies 


The company has built eight metro- 
politan agencies in New York City, he 
declared, and has obtained 40 percent of 
its business from New York state. With 
that experience as a background, the 
speaker said the company is in a strong 


position to open another agency in 
Chicago. He said that Mr. Dornfeld 
had undertaken a “stiff job” and he 


asked the other speakers to refrain from 
congratulating the guest of honor too 
highly until he had proved his mettle 
as a manager. 

Mr. Weidenborner declared he was 
eager to become acquainted with the 
general agents of other companies be- 
cause they so often supply the home 
office staff with new and good ideas. 


Hoffman Tells Career 


George Hoffman, the first Guardian 
Life general agent in Chicago, told of 
his career with the Guardian. He started 
15 years ago when the company was the 
Germania, transacting a business of 
$10,000,000 in the United States. In 
1929 the Guardian Life wrote $87,000,000 
in the United States. 

Life insurance has passed through the 
Armstrong investigation, the panic of 
1907, the war, the widespread failure of 
banks and building and loan associa- 
tions, the influenza epidemic and is sur- 
viving the present depression. Life in- 
surance, he said, never had a period of 
inflation. Consequently there is no de- 
flation. Its investments have been super- 
vised and its cost to the public has been 
steadily reduced. It stands’ out, accord- 
ing to Mr. Hoffman, as the one business 
that prospers in hard times as well as in 
easy times. 
= Greetings From McLain 


Telegrams of greetings were read 
from J. A. McLain, vice-president 
Guardian Life, and William Rothaermel, 
superintendent of agents, central de- 
partment Equitable Life of New York, 
who is recovering from an_ operation 
and expressed his regret at his inability 


to attend. Harry Wright, president 
Chicago Association of Life Under- 
writers, invited Mr. Dornfeld to join 


the managers’ division of that associa- 
tion. S. T. Whatley, Aetna, past presi- 
dent National Association of Life 
Underwriters, and P. B. Hobbs, Equit- 
able, spoke briefly. Mr. Dornfeld goes 
to the Guardian Life from the Equitable 
where he has been assistant agency 


manager. 
Others in attendance were E. C. Fow- 


ler, New England Mutual, Marc A. 
Law, National, Vermont; Alex E. 
Patterson, Penn Mutual; R. J. Wiese, 
State Mutual; E. B. Dudley, Travelers; 


T. F. Lawrence, Reliance; E. B. Thur- 
man, New England Mutual; Walt 
Tower, manager Chicago association; 
Martin Zitzman, Missouri State; R. A. 
Judd, Phoenix Mutual; H. F. Berls, 
Equitable; F. H. Haviland, Connecticut 
General; W. M. Houze, John Hancock. 








Distinguished Canadian to 
Address Life Presidents 














ERNEST LAPOINTE 


Canada’s representation at the ap- 
proaching annual convention of the 
Association of Life Insurance Presi- 
dents was augmented a few days ago 
when Ernest Lapointe, former minister 
of justice under the Mackenzie King 
government and the first Canadian min- 
ister to sign a treaty directly with 
Washington, accepted an invitation to 
address the gathering. While having 
free command of both the French and 
English languages, he has won the repu- 
tation of being one of the most polished 
and eloquent French-speaking orators in 
the new world. 

Another prominent Canadian, Leigh- 
ton McCarthy, is also scheduled to 
speak at the meeting. He is president 
of the Canada Life of Toronto. The 
convention, which will stress the human 
side of national life, will convene at the 
Hotel Astor in New York, Dec. 11, and 
will continue throughout the following 
day. 








Unemployment Cover Is 
Seen of Limited Utility 





OMAHA, Dec. 3.—The folly of unem- 
ployment insurance advocates who ap- 
parently believe there is some magic in 
insurance to absorb losses without re- 
distributing them was pointed out by W. 
J. Graham, president American Man- 
agement Association and vice-president 
Equitable Life of New York, Monday 
night at a meeting of the Ad-Sell 
League, Omaha. He conveyed a mes- 
sage from Calvin Coolidge, entitled “Is 
Life Insurance a Business Barometer?” 

As a friend of unemployment insur- 
ance, Mr. Graham commented on the 
limitations of the scheme as an insur- 
ance measure applicable to “employ- 
ables,” to the exclusion of those not 
willing or able to work. It is to be 
hoped, he said, that unemployment in- 
surance will be developed so that it is 
useful within the restrictions of active 
payrolls in industry. 


Kellogg to Assist Swansen 


H. L. Kellogg has resigned as United 
States commissioner at Milwaukee to be- 
come assistant to S. T. Swansen, chief 
seeeee for the Northwestern Mutual 

ife. 


To Assist Hugh Hart 


Osborne Bethea, for the last two years 
a member of the educational department 
of the Penn Mutual, has been trans- 
ferred to the agency department where 
he will act as special assistant to Vice- 
president Hart. He will relieve Mr. 
Hart of much detail. 





Morton to Appeal $25,000 
Judgment in Libel Action 





SULLIVAN WINS HIS LAW SUIT 





Jury Absolves Connecticut Mutual from 
Blame in $100,000 Case Based on 
“Twisting” Claim 





S. L. Morton, St. Louis general ageni 
Connecticut Mutual, will appeal from 
the $25,000 judgment awarded J. P. Sul- 
livan, former general agent Lincoln Na- 
tional who now is with the Illinois Life 
in Chicago, by a jury at Clayton, Mo., 
in Mr. Sullivan’s $100,000 libel action 
arising from objection of St. Louis life 
managers to his sales methods. 

Mr. Sullivan included the Connecticut 
Mutual, claiming damages because of 
use of the word “twisting” in a letter 
from Mr. Morton to A. L. Dern, general 
manager of agencies Lincoln National. 
The jury decided that Sullivan was not 
entitled to recover anything from the 
insurance company but awarded him $10,- 
000 actual and $15,000 punitive damages 
against Mr. Morton, after deliberating 
three hours. This action hinged on in- 
terpretation of the word “twisting” as 
used in the letter. Mr. Morton stated 
he did not mean to imply that Mr. Sul- 
livan had been guilty of misrepresenta- 
tion and fraud. Several other defense 
witnesses, including Deputy Superinten- 
dent Holland, testified that “twisting” 
does mot necessarily include either 
fraud or misrepresentation, but plaintiff 
contended that “twisting” is so consid- 
ered by insurance men, and the letter 
reflected on his integrity and injured 
his reputation. 


Other Similar Suits Pending 


This decision, if approved by the Mis- 
souri supreme court, will have direct 
bearing on several similar suits now 
pending before Missouri courts. 

Mr. Sullivan denied that he ever en- 
gaged in “twisting” and stated that he 
instructed his sub-agents never to rec- 
ommend cancellation of existing insur- 
ance in selling the Lincoln National’s 
“Expectancy of Life” and “Emancipa- 
tor” policies. Testimony and deposi- 
tions of clients who purchased insurance 
through Mr. Sullivan were presented in 
support of his contention. 

Mr. Morton, according to Mr. Sulli- 
van, in May, 1927, accused him of twist- 
ing and threatened to run him out of 
Missouri in 60 days. Late in 1927 
charges were filed with the Missouri 
department by Mr. Morton, who was 
president of the St. Louis Life General 
Agents Managers Association. It 
was charged this was not authorized by 
the group. 

Mr. Sullivan claimed that as a re- 
sult of these activities he lost the Lin- 
coln National general agency and for 
several months could make no other 
connection. 


Tebbetts Gives Interpretation 


L. B. Tebbetts, St. Louis insurance 
broker, defined “twisting” and “rebat- 
ing” and stated that he has pending a 
suit against 21 insurance companies and 
23 agents and insurance officials, an- 
other suit against a company and its 
agent and a third suit against seven 
companies and seven agents for dam- 
ages because of charges made against 
him in connection with his sales of Lin- 
coln National’s policies. He also had 
a suit pending against the Lincoln Na- 
tional for its refusal to accept business 
submitted to it and for severing his con- 
nection with the company without 
proper notice. 

Deputy Holland testified that Missouri 
has no specific statute covering “twist- 
ing” but the department has broad pow- 
ers. He said that the department does 
not regard fraud or misrepresentation 
as vital to the act of twisting. 

A number of company officials and 
agents testified for the defense that 
while Mr. Sullivan was general agent in 
St. Louis there was an unprecedented 








College Will Not 
Print Answers to 
C. L. U. Questions 


A number of irquiries have been re. 
ceived as to whether the American Col. 
lege of Life Underwriters is printing a 
booklet giving questions and composite 
answers that have been appearing in 
some of the insurance papers covering 
the examination of last June for C. L. U, 
degree. Secretary David McCahan of 
the American College states that the 
institution is continuing the practice of 
releasing the composite answers to in- 
surance papers for such use as they 
may make of them. Secretary McCahan 
said that some agents begin to believe 
that a study of old questions and an- 
swers is adequate preparation for the 
examination, which is not the case. They 
are merely illustrative of the kind of 
questions that are asked. Dr. McCahan 
is secretary and assistant dean of the 
American College and is located at 
Logan Hall, University of Pennsyl- 
vania, Philadelphia. A. M. Spalding, 
the registrar, is at 393 Seventh avenue, 
New York, being connected with the 
Equitable Life of New York. 














Expect Effort to Reduce 
Pensioners’ Limit to Age 65 





When New York’s old age pension 
law goes into effect Jan 1, it is esti- 
mated that about 25,000 citizens 70 or 
more years old will begin drawing pen- 
sions. Nearly half this number wil! be 
accounted for by New York City. The 
average monthly pension allowed in 
cases passed upon thus far is about 
$26.50. In New York City the average 
is about $33 and in rural communities, 
where cost of living is lower, it aver- 
ages about $21. It is understood that 
effort will be made to have the age limit 
reduced to 65 years as well as to obtain 
minor legislative amendments to cover 
borderline cases. 


drive on existing insurance. Frank 
Dienel, formerly associated with Mr 
Sullivan, testified that the latter told 
him “the best thing to do is to suggest 
to a prospective customer that he can- 
cel his existing insurance, because the 
cash value of the existing policies is as 
‘deadwood.’” H Barker, attorney, 
testified Mr. Sullivan tried to sell him 
a policy, suggesting that he cash in his 
other policies. 

Mr. Morton was the last defense wit- 
ness. He accepted personal responsi- 
bility for the letters, but said he wrote 
them in his capacity as chairman of a 
special joint committee appointed by the 
general agents and life underwriters or- 
ganizations to investigate underwriting 
conditions in St. Louis. He also denied 
that he had threatened to run Mr. Sul- 
livan out of town in 60 days. 


Net Increase Is the Basis 


The American Provident Life of 
Houston is basing the qualification for 
its agency convention on net increase 
in paid-for business instead of volume. 
In other words, the American Provi- 
dent believes in rewarding the conserva- 
tion of business as well as production 


— 











Educational Policies | 
as Christmas Presents | 





The Detroit Life points out that 
now is the time to sell educa- 
tional policies. “What better 
Christmas gift,” the Detroit Life 
asks, “for a parent, uncle, aunt 
or other relative to give to a boy 
or girl in whose future welfare 
they are interested?” 
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Plan Organization to Tell 
of Progress of Insurance 


ILLINOIS FEDERATION MOVE 


c. H. Burras, Chairman of Committee, 
to Present Chicago Exposition Pro- 
posal at New York Meeting 


Definite steps toward participation of 
jnsurance in some material form in the 
Century of Progress exposition to be 
held in Chicago in 1933 were taken by 
the executive committee of the Insur- 
ance Federation of Lllinois at a meeting 
at which a_ special committee was 
named, headed by C. H. Burras of 
Joyce & Co., who will carry the mes- 
sage to the Insurance Federation of 
America at its annual meeting in New 
York Dec. 8, and to other organizations. 

Other members of the committee are 
I. M. Hamilton, president Federal Life, 
Chicago; L. M. Drake, Critchell, Miller, 
Whitney & Barbour, and J. E. Callen- 
der, resident manager Ocean Accident. 

Luncheon Meeting Planned 


Mr. Burras will be the only member 
of the committce to go to New York. 
Invitations are being sent out for a 
luncheon at the Roosevelt hotel there 
Dec. 10, which it is hoped managers 
and secretaries of the principal national 
insurance organizations will attend. 

Among those invited are: National 
Association of Insurance Agents, Na- 


tional Board, Association of Life In- 
surance Presidents, Association of Cas- 
ualty & Surety Executives, Health & 


Accident Underwriters Conference, 
American Life Convention, Surety As- 
sociation and National Association of 
Casualty & Surety Agents. Director 
L. H. Lowe and Superintendent H. W. 
Hanson of Illinois have been invited, 
together with Commissioner C. C. Wy- 
song of Indiana, president National Con- 
vention of Insurance Commissioners. 
Tells Object of Conference 


rhe object of the luncheon meeting 
is to present through Mr. Burras the 
obligation insurance owes to tell its 
story of progress in the last century to 
the hundreds of thousands of persons 
who will attend the Chicago exposition. 
The executive committee of the IIli- 
nois federation recently met with Dr. 
A. D. Albert, a representative of R. C. 
Dawes, president of the exposition. Dr. 
\lbert stated that nearly every indus- 
try and business of the United States 
would present its story in some con- 
crete form at the exhibition and he be- 








Several California Agents’ Associations Concerned Over 
Bank of America’s Decision to Continue Writing Life 
Insurance—Appeal to National Association for Aid 





Action of President Mount of the 
Bank of America in affirming that this 
great institution would continue actively 
to write life insurance although dis- 
continuing fire and casualty operations, 
appears to have stirred up a_ hornets’ 
nest on the Pacific Coast. 

J. J. Stegge, president East Bay 
(Cal.) Life Underwriters Association, 
Oakland, has called on Maj. R. B. Hull, 
managing director National Association 
of Life Underwriters, for the bringing 
of “concerted pressure” against the bank 
to cause it to withdraw from life insur- 
ance. It is declared to be “both an 
urgent state problem and rapidly be- 
coming a national problem.’’ 

The letter from Mr. Stegge to Major 
Hull states: 


Points Made in Letter 


“IT have been directed to immediately 
lay before you the following conditions: 

“1. That the Bank of America is on 
record as continuing in the life insur- 
ance business and on an even more 
ageressive basis. 

“2. That they are contemplating se- 
curing and feel certain of the passage 
at the next session of congress of a 
bill permitting national branch banking. 

“3. That with the privilege of na- 
tional branch banking they intend to 
expand their present California system 
into a national one and carry with it 
life insurance selling into all fields. 

“4. That the fire and casualty men 
by proper pressure through threat to 
defeat the above bill—withdrawal of 
accounts from the bank and bring pres- 








lieves insurance has a real story to tell 
in depicting its progress. 

No idea as yet has been developed as 
to the particular form the insurance ex- 
hibit might take. The only purpose at 
present is to perfect a working organ- 
ization of all interested insurance bodies 
so that many minds may be brought 
to bear on this problem. It is admitted 
the story of insurance is difficult to tell 
in a form suitable for public presenta- 
tion. Yet Dr. Albert said this problem 
already has been solved by some other 
industries, and it can be solved by in- 
surance. 





sure from the money markets of New 
York and otherwise, have conducted 
under their National association a vic- 
torious campaign against the bank. 
“That we therefore petition our Na- 
tional association to so organize our 


forces nationwise in view of the national 
aspect this problem is assuming, to 
bring about the withdrawal of the bank 
from the life insurance field by: 

Scores Bank’s Attitude 


“1. Believing that a type of mind that 
would be so grasping as to enter fields 
foreign to its own to proselyte profits 
can be conceived capable of anticipat- 
ing entering many other fields and 
should therefore be opposed in its move 
to receive federal endorsement of its 
program for national expansion to prac- 
tice its octupus methods. That we 
therefore organize our forces to bring 
influence on our congressmen to oppose 
the banking bill unless it is specifically 
written into it that national branch 
banks cannot write life insurance. 

“2. That we organize life insurance 
men of California to withdraw their 
own and friends’ accounts from any 
bank selling life insurance. 

“3. That we call upon life insurance 
companies to withdraw their accounts 
from any such banks. 

“4. That friendly interests in New 
York or elsewhere of influence be asked 
to bring their weight to our cause. 


Seek Outside Cooperation 


“5. That fire and casualty men be 
called upon to aid us in view of the 
fact that their cause is not entirely won 
until the bank withdraws from all f-elds 
of insurance selling. 

“In general we feel that a more active 
campaign should be inaugurated—that 
now it is a national problem and requir- 
ing national action. That immediate 
action means a better chance of victory 
in view of the pending bill in Congress 
for which they desire support and be- 
cause ours is a just cause and one 
worthy of our National association—we 
ask you to lay a plan—point the way 
and pledge you our support in this 
cause.” 

Mr. Stegge recounted that it was to 

(CONTINUED ON PAGE 10) 








Great Interest Manifested 
in Announcement of Aetna 


NOW ISSUES FAMILY INCOME 


Precedent Expected to Be Followed 
Soon by Many Other Conservative 
Eastern Companies 


Considerable comment has _ been 
caused by the entrance of the Aetna 
Life into the family income policy field. 
This is of major interest because the 
Aetna is the first of the great eastern 
life companies except the Massachusetts 
Mutual to take up this unusual form 
originated by the Continental American 
Life of Delaware. It is expected now 
that others will follow suit very quickly. 

Introduction of the Continental 
American’s novel form early this year 
was received with dead silence by the 
conservative eastern companies. Un- 
officially it was said there was a strong 
inclination not to complicate rate books, 
and a feeling that every necessary func- 
tion could be accomplished by present 
contracts. 


Actuaries Saw Danger 


There was also quite a general belief, 
at least among actuaries, that there 
would be adverse selection against com 
panies selling this contract. This as 
originally planned was a combination of 
whole life and a decreasing annuity 
under which premiums for both ele- 
ments of the contract had been calcu 
lated as a level rate continuing through 
the life of the policy. It was believed 


that after the annuity period had ex- 
pired without death of the assured he 
would have a strong disinclination to 


continue paying the annuity element of 
the premium. 

In face of the fact that companies 
which followed the precedent set by the 
Continental American wrote a _ great 
deal of business on this form and so to 
speak were “skimming the cream” for a 
number of months, the eastern compa- 
nies indicated absolutely no interest in 


this contract. 
First Break in Ranks 
Then the Massachusetts Mutual 
broke away with a family income pol- 


icy calculated on a different basis, that 
of whole life with decreasing term dur- 
ing the income period, and the provi- 
sion that at the end of that period the 
premium would revert to that for whole 
life at original age of issue. This it 
(CONTINUED ON PAGE 10) 








WILL SPEAK AT LIFE PRESIDENTS’ MEETING 











w. L. 


CROCKER, Boston 
President John Hancock Mutual 


LEIGHTON McCARTHY, Toronto 
President Canada Life 











FRANK L. JONES, New York 
Vice-President Equitable of New York 
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ARTHUR HUNTER, New York 
Second Vice-President New York Life 
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. ‘ Metropolitan to Survey Unemployment 
: $ 
ra 8 Data for the unemployment survey to, ulation and statistical work will be han- 
D |} | be made by the Metropolitan Life at the | died by Dr. L. I. Dublin, statistician 


request of Col. Arthur Woods, chairman and Dr. W. A. Berridge, economist 
of President Hoover’s emergency com- a 
mittee on unemployment, will be gath- 
ered Dec. 8 by 9,500 Metropolitan agents 
in 46 cities. 

Each agent will make out cards on 
the first 25 families he visits on his reg- n 
ular rounds. The fact that agents must | Pany s field force in the present situa- 
not select families on which to report | tion. The procedure will be similar t 
has been stressed, as what is desired is that used in 1915, which covered 400.000 
a cross-section of the situation to de- | families. 
termine percentages of unemployed and Cities to be included in the survey 
part-time workers. are: Akron, Atlanta, Birmingham, }al- 
timore, Boston, Bridgeport, Bufiak 
as : oa . .. | Butte, Chicago, Cincinnati, Cleveland, 

Agents will furnish data on age, S€X, | Columbus, Denver, Detroit, Des Moines 
color, industry and occupation of those F: “Seti . - . “ 

- ee oe, a - | Fall River, Grand Rapids, Indianap 
unemployed. Since what is sought is} ;°. ; - : a ; 
not the total number of unemployed | Jacksonville, Kansas City, Los Angeles, 
but a percentage on which to figure | Louisville, Manchester, N. H., Mem- 
such a total for the country, it is im-| Phis, Milwaukee, New Orleans, New 
. fe Oakland, Oklahoma City, Phila 


The Metropolitan has made sin 
surveys before for the Bureau of L: 
Statistics, and the accuracy of the data 
so obtained led to the use of the com. 
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Data to Be Gathered 
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portant that the agents list not only } : 

unemployed and part-time workers but | delphia, Pittsburgh, Portland, Me, 
all able-bodied members of families who | Portland, Ore., Providence, Richmond 
ordinarily work for wages or salaries. | Rochester, St. Louis, Salt Lake City 
s The project is under the direction of | San Francisco, Seattle, Toledo, Wichita 
i] / President F. H. Ecker and Second | Wilkes-Barre, Wilmington, and Win- 
| | Vice-president L. K. Frankel. The tab- | ston-Salem, N. C. 
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d s High Court Hears Famous Mr. Epstein asserts that the counties 
; ) exaggerate their fears that the nuniber 


* Shropshire Case i in Texas | of qualified applicants will exceed ex- 
pectations, and that whatever situation 


2 ; - _| arises it will only help prove the con- 
: The far-reaching Texas case of/ tention that old age dependency is as 
| | Shropshire vs. Commerce Farm Credit | serious in rural as in urban communi- 
Company, involving the question of al- | ties. 
leged usury in real estate mortgages a 
and strongly affecting life companies, Tax Refund to Northwestern 
has gone back to the Texas supreme a 
court in argument for rehearing. The Five orders to the state treasurer to 
court in June decided in favor of| Pay an aggregate of approximately 
Shropshire. $420,000 in back taxes to the Northwest- 
Commissioner Tarver of Texas, B. K.| ern Mutual Life were signed by Judge 
Elliott, general counsel American Life} Zimmerman in Dane county circuit 
Convention, and F. W. Wozencraft, } court at Madison, Wis. 
chairman Legal Section, A. L. C., sub-| Payment was ordered under a recent 
mitted the argument as amici curiae.| U. S. Supreme Court decision on the 
They charge that if the June decision is validity of taxes assessed against the 
permitted to stand, thousands of persons | Company. Whether or not the state 
who innocently and in good faith bought will have to pay interest on this sum 
real estate mortgages will be deprived is yet to be decided. 
of the interest and in many cases will pena 
lose some of their principal through in- a United Mutual Life of Indianapo! 
re = * ‘ las been licensed in Florida to take 
fliction of the law imposing a penalty} the fraternal insurance formerly | 
for usury. dled by the Knights of Pythias. 
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SH J. E. Shropshire charged that usury 

=| | was involved in a note which he signed ‘ ong 
RY Ss in favor of the credit company. Life President W. J. Williams 

h| | companies operating in Texas are re- . ° “ane ° 

g| quired to invest in Texas securities and Is Buried in Cincinnati 
Ka | | real estate at least 75 percent of their 
®. I Texas reserves, and they are carrying W. J. Williams, late president of the 
BY S| in the state many millions of dollars of | Western & Southern Life and the Amer 
R | such investments. Thus they are as a|ican Liability & Surety, who died ir 
= | | class affected more seriously than any | Baltimore, was buried in  Cincinnat 
EA kK) | other. last week. 
Ee i ———___—_ Funeral services were held Frida 
Oy <I F. C. Hubbell Succeeds Father morning at St. Xavier Church. The pall 
FS ‘| TI in tl fi + ian bearers were Governor M. Y. Cooper 
= OS 1 ne vacancy in the OMiCce OF chair . | Judge W. H. Lueders, A. I. Vorys, for 
S 1930 NYLIC CLUBS ke) | of the board of the Equitable Life of | mer Ohio insurance commissioner; J. D 
. | | lowa, occasioned by the death of F. M.| McCracken, vice- president U. S. Play 
Fy b= Hubbell, founder of the company, was | jing Card Company; C. Johnson, vice- 
> Bi} | filled at a special session of the board | president and counsel wy estern & South- 
RY hi | Monday by the election of his son, F. C.| ern Life; C. E. Iliff, medical direc 
KS $400,000 Club—202 agents paid for wee ee 112,952,278 | | Hubbell, who has been =a R. A. Ryan, vice-president, and J. | 
DF I “ “ | | for several years. G. C. Hubbell was | Morgan, manager personnel department 
. $200,000 Clu 936 NN ce eee 220,332,870 S| chosen vice-president to succeed his | Western & Southern Life. 
FS ; af brother. F. O. Thompson was elected The honorary pallbearers representing 
Fi] Both Clubs — 1138 agents, total paid for. . .$333,285,148 | fH | to the board. the Cincinnati Life Underwriters Asso- 
= S| a . ciation were: J. L. Shuff, Union C 
%. | Epstein Explains Again tral Life; L. B. Dierkse, New 
OF % id. ce ‘ ; Life; C. J. Iredale, Penn Mutual; Gu 
FY S| | NEW YORK, Dec. 4.—Abraham Ep-| "Randolph, New England. Mu:ual 
= Bi | stein, executive secretary American As-| | ife: E.R. Syckes, State Mutual Lif 
%. S| | sociation for Old Age Security, and} 4 F. Sommer. Metropolitan Life, 
= | author of the article “The Insurance The ° 
x @ | - : The Life ie wy. Association wi 
5 NEW YORK LIFE INSURANCE COMPANY | Racket,” printed in the “American Mer- represented by J. R. Clark, Jr., preside: 
= =| | cury,” has written to the New York| Union Central Life: T. W. Appleby 
5 MADISON SQUARE, NEW YORK, N. Y. | Pacey others y replying . the re-| president Ohio National Life: E. | 
= P fy | ported protest Irom some rural commu-| Rhodes, vice-president Mutual Benefit 
KA DARWIN P. KINGSLEY . . . . President G| | nities on workings of the New York/| Life; I. T. Townsend, vice- -presiden 
OF | | old age pension law, which apparently | Life of Virginia; H. M. Woollen, pres 
= || threatens to put a heavy burden on/ dent American Central Life. The Ohio 


counties with low assessed valuations. | insurance department was _ represented 
This protest was mentioned in the Nov.| by Superintendent Younger and W 
28 issue of THE NationaL Unperwriter. | Robinson, actuary. 
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Life Insurance Benefits 
Are Visualized by Triggs 





An unusually fine exposition of life 
insurance and its functions was made by 
L. A. Triggs, general agent Berkshire 
Life at Chicago for Illinois and Minne- 
institute for 


sota, before the annual 
teachers of three ,Illinois counties at 
Aurora, Ill. Mr. Triggs a C.L.U., mem- 


ber advisory committee American Col- 
lege of Life Underwriters, and chairman 


executive committee Minneapolis Asso- 
ciation of Life Underwriters, said in 
part: 


“I am proud because I can justly call 
myself a teacher too—I can’t teach the 
three R’s to children, but I do try to 
teach ‘financial independence’ to men 
and women. 

Visualizes the Millenium 


“When the public mind has_ been 
brought to a realization of the value and 
merits of life insurance—life insurance 
will no longer be sold. We salesmen, as 
such, will be mere order takers. Men 
and women will buy it as they do milk, 
shoes, beds, books—as soniething no 
man can do without. 

“The average person probably feels 
that life insurance is a good thing—that 
it is a form of protection whereby his 
family or his business would benefit at 
his death by the payment of insurance 
money. But little does he realize, even 
though he’s never had any insurance, 
that almost everything he comes in con- 
tact with during the day is in some way 


or another affected by the tremendously 

big structure that life insurance has 

grown to be. ; . 
“The total insurance in force in 


America is over $100,000,000,000 and 
is larger than the combined resources of 
all national banks, saving banks, trust 
companies and building and loan socie- 
ties in the United States. And all this 
enormous sum of money is at work for 
you and me. It is invested in real es- 
tate mortgages on your home and mine 
—on store buildings, churches, apart- 
ment houses, hotels, farms, and in bonds 
and similar holdings. Our national de- 
velopment is greatly promoted by the 
financial support given to our school 
systems, our railroad and transportation 
systems and our state, county and mu- 
nicipal enterprises. 


Tells of Huge Payments 


“Last year life insurance companies 
distributed to policyholders and benefi- 
ciaries the staggering sum of $1,746,105,- 
557, which is larger than the budgets of 
our federal government and each of our 
state governments combined, The amaz- 
ing fact of this enormous payment is 
that only approximately one-third, or 
$500,000,000, went to pay death claims 
—two- thirds or $900,000,000 went to liv- 
ing policyholders in matured endow- 
ments and dividends. This means that 
the life insurance companies paid out 
last year $4,783,000 each day 

“The payment of these =~ sums to 
living policyholders frequently meant the 
difference between independence and 
charity; to others the receipt of this 
money meant that instead of being able 
to buy only the necessities of life they 
could now buy some of the luxuries. 
They could travel, retire, buy an auto- 
mobile or a radio. This means that the 
automobile dealer, the radio distributor 
and the moving picture operator had a 
bigger market for his commodity. It 
means that their standard of living was 
raised. They could set a little better 
table, enjoy a porterhouse or sirloin 
steak more frequently, balance up their 
meals with the little delicacies which 
give us the feeling of a well planned 
menu, and not be forced to confine their 
purchases to the cheaper and less tasty 
forms of food. 

What Stock Losses Mean 
“Last year 500 millions of dollars were 


lost by the general public through wild- 
cat and fraudulent investments. What a 





boon this money, rightly invested, would 
have been in our present unemployment 
situation. Think of the extra factories 
and business that could have been given 
additional orders to fill—think of the 
large. number of skilled and unskilled 
men who could have been given jobs. 

“This sum of money would ‘have been 
sufficient to have taken care of the flood 
control bill pending in Congress, to 
build the great lakes waterway project, 
to provide our navy program intact, to 
construct the Nicaragua canal and still 
leave enough money, after having com- 
pleted these four projects, to have suc- 
cessfully financed any one of the various 
farm relief programs. 

“We, ourselves, in turn, would have 
enjoyed the results of these projects, and 
life would nave been a little fuller and a 
little happier. There would have been 
no need for football teams to have 
played charity games in order to raise 
money for the family of the man out of 
work. 

Speaks of Programming 


“The modern method of selling life 
insurance by programming a man’s 
needs and selling policies to fit specific 
needs is performing another service to 
society by teaching the American pub- 
lic to talk and think in terms of income 
and not in terms of principal which nat- 
urally tends to make our présent ten- 
dency to overspend lessen and to im- 
press upon the American people who 
still seem to be stock market mad, that 
a safe investment is the one that does 
not pay the fabulous dividends. 

‘Another important part which the in- 
stitution of life insurance plays in our 
economic and social structure is the con- 
servation of health and life through the 
education of the American public by 
the various insurance companies 
through their national advertising and 
through their medical service to policy- 
holders yearly. 


Difference in Viewpoint 


“Today, if a man’s ‘house burned 
down and he sustained a total loss of 
his property because he did not carry 
fire insurance, the public would think 
he was plumb crazy. His friends and 
neighbors might sympathize with him, 
but the general public would condemn 
him. In contrast to this, if that same 
man died, leaving a wife and three chil- 
dren, and these same friends found that 
he did not carry any life insurance, in- 
stead of condemning him for a display 
of ignorance and a lack of foresight in 





seeing to it that his family were pro- 
vided for, they would sympathize with 





American Central 
Staff Gets Vision 
of Insurance Work 











The American Central has conducted 
the third of a series of gatherings of 
home office employes for the purpose 
of giving the staff an insight into the 
operations of the company, a knowledge 
of how it is organized and how its de- 
partments function. The company re- 
ports that these meetings have stimu- 
lated employes to do a vast amount of 
reading about life insurance and to ac- 
quire comprehensive knowledge of the 
business beyond each of their immediate 
spheres of action. 

At the third dinner meeting F. R. 
Fisher, agency secretary, talked to the 
employes about the agency organiza- 
tion, touching on the field organizations, 
control of the agency, internal organiza- 
tion, field supervision, sales promotion 
and stimulation. 

The September meeting was addressed 
by M. C. Jones, assistant secretary, on 
the American Central organization, 
while Miss Helen L. Clark, assistant 
actuary, spoke in October on premium 
rates and forms of coverage. 








his widow and his children, and com- 
ment among themselves that it was too 
bad—a big misfortune, in fact—that they 
were left penniless because he did not 
carry life insurance. 

“But, I say, the time is coming, and 
rapidly, when the public will condemn 
a man more who goes through life 
without life insurance to protect his wife 
and babies than it will condemn him 
alt owning property unprotected against 
1r 


Postpone Selection of New 
Western & Southern Head 


Following the death of President W. 
J. Williams of the Western & Southern 
Life no change will be made in the offi- 
cial staff of the company until the stock- 
holders’ meeting after the first of the 
year. Vice-President C. F. Williams 
during W. J. Williams’ long period of 
delicate health has been assuming more 
and more the direction of the company 
and has perhaps been more active in the 
management than his brother. There 
will probably be very little change in 
the official personnel other than the elec- 
tion of a president in January. 


The Business Men’s Assurance of 
America has been licensed in Pennsyl- 
vania. 








Coolidge Sees Insurance as Barometer 








Calvin Coolidge sees in the larger 
aspects of life insurance a_ business 
barometer, according to a message from 
the or. president conveyed person- 
ally by J. Graham, vice-president 
Equitable ‘ite of New York and presi- 
dent American Management Associa- 
tion, in a talk at Omaha Dec. 1 before 
the Ad-Sell League. Mr. Coolidge’s 
statement entitled “Is Life Insurance 
a Barometer,” is: 


Text of Coolidge Message 


“In its larger aspects life insurance 
is certainly a business barometer. The 
great increase in the amount of life in- 
surance in force between 1921 and 1930 
could not have been brought about un- 
less the country as a whole had been in 
a remarkably prosperous condition. 

“When business slackens and incomes 
decrease that is very certain to show in 
the amount of new insurance written. It 
may take some time but it is, in my 
opinion, certain to appear. 

“When business first declines there 





is a certain amount of what might be 


called distress insurance which a great 
many people take out to balance the 
losses which they have incurred, but the 
people who can take that kind of insur- 
ance are soon supplied. After that need 
is filled, it is my judgment that a de- 
pression in business will show in a 
decrease in the amount of insurance 
that would otherwise have been written. 

“My conclusion would be that insur- 
ance is a business barometer to a some- 
what limited extent and only after the 
elimination of certain facts from the 
equation.” 

Graham Makes Comment 


"Mr. Graham commented on the suc- 
cess of the insurance business this year 
in face of the depression, mentioning 
particularly group insurance. 

Declaring that he is a friend of the 
proposed unemployment insurance, Mr. 
Graham pointed out its limitations, par- 
ticularly as an insurance measure ap- 
plicable to “employables,” to the exclu- 
sion of those unwilling or unable to 
work, 





Optimism Seen 
as Vital Trait 


Official Finds Major Production 
Gravitating to Large Pro- 
ducers This Year 


THEY IGNORE OBSTACLES 


Better Morale of “Big Leaguers” En. 
ables Them to Overcome Sales 
Resistance of Depression 


NEW YORK, Dec. 4.—One apparent 
effect of the depression has been to con- 
centrate an increasingly large percent- 
the hands of 


age of new business in 
large producers. While this may be 
discouraging to the average salesman, 


yet, as an agency official here 
out, it is in reality a hopeful sign, as 
it shows that a depression can be made 
as fertile a sales field as a boom. 
“How has the large volume man beer 


able to stick closer to his quota tha 
the average agent?” this official asks 
rhetorically. “Mainly through the same 
qualities that made him a big producer 
in the first place. 


points 


Small Agent at Disadvantage 


“Of course, he has an advantage in 





knowing that even if his earnings are 
cut in half his family will still be able 
to eat. The agent who is sailing close 
to the wind feels himself facing a much 
more precarious situation and the reac- 
tion on his mental attitude may put him 
at an additional disadvantage. 
“The big producer’s native deter-| 
mination and drive, apart from the cer- 
tainty that he will continue to make at 
least a living, give him a morale that 
no talk of depression is going to shake.| 
He recognizes no sales obstacle in the 
depression because he knows there is 
an even greater need for life insurance 
at such times than in prosperous periods 
and he also knows that the people he is} 
likely to call on can afford anything 
they need and a lot of things the 

don't. 
Many Keep Up Luxuries" | 


“When an agent knows his prospects 
are not economizing perceptibly on 
haircuts, shoe-shines, radios, countr 
clubs, automobile trips, electric _ ice- 
boxes, football tickets and theater par-| 
ties, but takes their word that they are 
too hard pressed to buy the life insur- 
ance they ought to have, it shows tha 
he doesn’t think much of his own sales] 
ability or else that in his honest opit- 
ion life insurance ranks in importance 
somewhere below the items mentioned 

“The agent writing a moderate vo’ 
ume of business should be in a rela 
tively good position as his prospect 
probably belong to the class which ha‘! 
been hit proportionately the least. Som* 
of the very rich may have been reduce! 
to the comparative poverty of a few 
million dollars, and many in the indus 
trial classes have completely lost thei 
means of support, but the vast moder 
ately-salaried class have in general kep! 
their jobs at little or no reduction ™ 
pay. 

Takes Lesson from Bootlegger 


“Men buy life insurance, just as the 
drink, for widely differing reasons. 
they feel good they drink to be cot 
vivial. If they feel low, they og 
drown their sorrows. But would a boot: 
legger try to sell a broke and despont 
ent customer a case of Scotch so he 
could stage a big celebration? He might 
get somewhere if he brought out th 

(CONTINUED ON NEXT PAGE) 
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MeNULTY OFFICE IN FAST PACE 
The John A. McNulty office of the 
Prudential in New York City has hit 


a pace that should put it over the $9,- 
000,000 mark in 1930, in spite of its being 


only a year old last May. October and 


November applied-for business totaled 
$3,750,000 and the office was sixth 
among al! ordinary agencies of the com- 
pany countrywide in October. Mr. Mc- 


Nulty plans to do a million a month 


business next year. 
* * 
PRUDENTIAL’S NEW YORK MEETING 


The Prudential held its regional con- 


ference in New York Thursday after- 
noon. President Edward D. Duffield 
and other executive officers of the com- 


addressed a mass meeting of man- 


pany ! 
agers and outstanding agents of the 
New York division. 


Beside President Duffield, speakers in- 
cluded Vice-President Franklin D’Olier, 
George W. Munsick, vice-president in 
charge of agencies; Second Vice-Presi- 
dent Henry B. Sutphin, Assistant Sec- 
retaries George H. Chace and Arthur C. 
Metz, Supervisors A. E. N. Gray, Sayre 
MacLeod, and H. H. Parberry. 

Ss e 

COVER STOCK EXCHANGE SEATS 

Business insurance is being increas- 
ingly used to bolster up the caved-in 
values of stock exchange seats, particu- 
larly in cases where the seat has been 
put up as collateral in a loan made be- 
iore the crash. A seat that cost as much 
as $475,000 before last November may 
be worth about half of that now. Even 
the brokerage firm that owns it 
(usually a partnership) has confidence 
that it can work itself out, providing the 
floor member can continue his success- 
ful trading operations, as a smart trader 
means practically everything to a bro- 
kerage house. One was recently insured 
jor $350,000. When the seat has been 
put up as collateral it has often been 
at the suggestion of the bank making 
the loan that the trading partner be in- 
sured, as otherwise the bank would feel 
it advisable to call the loan. This pro- 
cedure has been suggested quite gener- 
ally in the last six months. A favorite 
form of policy is the modified life, as 
the firm expects either to be defunct or 
worth enough not to worry about in- 
surance by the time the low-rate period 
is ended. 


sO, 


* * * 
REPORT NOVEMBER PRODUCTION 


The paid-for business of the Julian 
S. Myrick office of the Mutual Life of 
New York in New York City last 
month was $3,047,500, compared to $2,- 
670,700 for the same month of 1929. 
For the year to date the total paid for 
is $39,960,311, compared with $43,144,- 
we for the same period of 1929. 

rhe R. H. Keffer agency of the Aetna 
Life paid for $3,055,300 last month. To- 
tal paid-for business for the year to date 
is $32,991,348, 
+ 

MEETS OBJECTIONS CLEVERLY 

J. P. Graham, Jr., general agent Aetna 
Li ife cae has efiectively used in helping 
tis men close deals that were hanging 
fire the argument that most men who 
complain that they can’t afford insur- 


ance would not even notice the amount 
ofa quarterly premium from their bank 
balance. “You know $30 isn’t going to 
make any noticeable difference one way 
or the other in your account,” the sales- 
man tells the hesitating prospect. “I'll 
det u can’t tell me within $30 what 


bank balance is. But this $10,000 
' may make the difference between 
hardship and comfort for your family. 


And t your expenses make $30 seem 
fara to spare now, how would your 
wile meet those same bills without this 
310.000 of insurance?” The “see me 
alter the first of the year” stall has been 
cou tered with good effect. “You 


W 't mind having two months’ free 








insurance, would you?” asks the sales- 


man. “Well, if you postpone taking in- 
surance till after the first of the year 
you will pay just what you pay now. 


The only difference will be that you will 
not have this protection for a coup'e o; 
months. It won't cost any more to take 
the policy now, for no additional 
charge you will have two months’ pro- 
tection you otherwise woul In’t get.” 


so 


* 
HAMLIN SPE AKS IN NEW YORK 


Clay Hamlin, nationally known mil- 
lion-dollar producer and general agent 





companies operating in New York is in 


process of organization and will meet 
to elect officers and adopt the final 
draft of its constitution and by-laws. 


A preliminary meeting was held Nov. 
10 at which Reuben Fink, president of 
the United Thrift Plan, was elected tem- 
porary president and R. G. Ranni of 
the Independent Thrift Plan, temporary 
secretary. 

The organization to date includes ten 
member companies. While the mem- 
bership as yet includes companies in 
Greater New York all thrift plans in 
the state are eligible. It is planned to 
make the organization national in its 
scope eventually. 

Seven committees will be appointed 
to deal with the various phases of this 
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May. 
dinner dance 
othcers and 


The Christmas party will be a 
at which President Nollen, 


directors will be hosts. 


Lutheran Aid Prospers 


The Aid Association for 
Appleton, Wis., is establishing a 
business record this year. October 
duction set a new high mark 
and surpassed production of any month 
in the iation’s history. The organ- 
ization increased paid business $3,062,800 
the first ten months over the same period 


of 1929, 


Lutherans at 
hne 
pro- 
tor 1930, 


assoc 


Optimism Seen 
as Vital Trait 











of the Mutual Benefit Life at Buffalo. | type of work, to cooperate with the in- : efee: ; ; 
will address a mass meeting of 1,500 | surance department, to regulate methods | (CONT'D FROM PRECEDING PAGE) 
agents of the Equitable Life of New| of selling, to curb misrepresentation, | medicinal and sorrow-drowning proper- 
York, who will gather from the entire | to cooperate with life insurance com-| ties of his product. 
New York metropolitan area Friday at panies and other matters of common “What the big producer has done and 
the Pennsylvania Hotel. se , | Interest. | what all agents must learn to do is to 
oa Ray» = he  * roducers a view the depression objectively. Rec- 
ccK lor the Equitable. -very agent : ords ot top-notchers show that the de- 
under contract will be asked to bring Hold Christmas Party pression has put almost as many good 
in one completed a day. Home office employes of the Bankers | sales tools into the agent’s kit as it 
xk * ife of Des ines will see ies of | took ¢ from hi > must le: 
THRIFT PLANS ORGANIZE Life of De: Moine will see movies of | took away from him—but he must learn 
‘ ‘ themselves at their annual Christmas| to use them and not be disheartened if 
The Association of Thrift ’ Plans, , party Dec. 18, “shots” having been made | some of the old ones won't work any 
comprising practically all thrift plan j|at the annual home office picnic last | more.” 
BOARD 
of * 
DIRECTORS ‘ " . R 
HE Modern Full Family 
MODEE J. SPIEGEL, Chair. Protection Policy for every mem- 
Chairman of the Board, -; om —_ 
Spiegel-May-Stern & Co., ber of a family between 1 and 50 
one of the three largest " ° ° : 
col coder house in the years of age including husband, 


world; Vice-President Gat- 
zert & Company, Invest- 
ment Bankers. 


ROBERT E. WILSEY, 
President R. E. Wilsey & 
Co., Investment Bankers, 
offices in all principal 
cities; Vice-President and 
Director Railroad Shares 
Corporation, Investment 
Trust; Vice-President and 
Director Seaboard Utilities 
Company, Investment 
Trust. 


Cc. J. DRIEVER, President 
Cochran & McCluer, Mort- 
gage Bankers; Vice-Presi- 
dent Chicago Mortgage 
Bankers Association. 


FRED W. BAILEY, Vice- 
President Old Republic 
Life Insurance Company. 


H. D. FOSTER, Vice-Presi- 
dent Old Republic Life In- 
surance Company. 


Cc. H. BOYER, Eastern 
Manager, Old Republic 
Life Insurance Company. 


CLINTON W. HOWE, 
President Old Republic 
Life Insurance Company ; : 


Vice-President American 
X-Ray Corporation. 


wife, children and relatives living 
in the same household is provided 
at a low cost by this old line legal 
reserve life insurance company 
through its arrangement with the 
Chicago Herald and Examiner. 


No medical examination is neces- 
sary for men, women and children 
for $1,000 and as high as $2,500 
for men between 15 and 45. 
$10,000 is the maximum amount 
issued any one person. 


The fact that this great newspaper 
is featuring this unusual policy of 
the Old Republic Life vouches for 
the strength, reliability and man- 
agement of this company. 





C. W. HOWE, 
President 
FRED W. BAILEY, 
Vice-President 
N. A. NELSON, JR. 
Secretary 

J. DRIEVER, 


Treasurer 





a 
OLD REPUBLIC LIFE 
INSURANCE COMPANY 


Home Office: 221 N. La Salle St. 
CHICAGO 
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New Home Office Building 


A Complete Life | 
Insurance Service 
for a Modern Age 


cR> 
We Offer 


—Policies all ages, 1 day to 70 years. 

—Both Participating and Non-Participating. 
—Non-Medical—Sub-standard. 

—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 
—Double Indemnity. 

—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 
POLICY. 


—Sales Planning and Circularizing Department. 
—Producers’ Club. 


Available territory in seventeen 
~% states West of the Mississippi 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


C9? 


Central States Life 
Insurance Company 


James A. McVoy, President 





HOME OFFICE: SAINT LOUIS 























Bank Stirs Hornets’ Nest 


by Life Insurance Action 
(CONTINUED FROM PAGE 5) 


the executive committee of the East 
Bay association that Mr. Mount made 
his statement of the bank’s policy. 

“The executive committee of the East 
Bay Life Underwriters Association feels 
that our association, together with 
others throughout the state, has not 
had the type of leadership that was de- 
veloped for our friends in the fire and 
casualty business through the National 
Association of Insurance Agents—to 
the end that today we are still faced 
with the problem of bank competition 
in life insurance while the fire and cas- 
ualty men have won their case and 
eliminated that unfair competition,” the 
letter went on. 


Second Group Is Active 


Another association in the west also 
is up in arms. Following action of life 
men of the San Joaquin Valley in go- 
ing on record as unalterably opposed to 
the activities of the Bank of America, 
in writing life insurance, B. L. Fergu- 
son, president Stockton (Cal.) Life 
Underwriters Association has appointed 
a committee to formulate plans for 
waging a determined campaign against 
the practice, consisting of R. Hen- 
derson, agency director New York 
Life; U. S. O’Connor, general agent 
Northwestern Mutual Life, and F. O. 
Hellwig, Travelers. 

Action was taken at the annual sales 
congress in Stockton, following an ad- 
dress by A. S. Holman, manager Trav- 
elers at San Francisco, and vice-presi- 
dent National Association of Life Un- 
derwriters. Mr. Holman issued a call 
to arms against the bank’s attitude, 
quoting the phrase used in the success- 
ful campaign of fire and casualty 
agents during their three year fight to 
get the bank out of insurance, “This is 
Verdun to us—they shall not pass.” 


Leaders Plan Campaign 


An informal meeting was held in San 
Francisco last week at which plans were 
discussed for a united stand against 
what the East Bay association terms 
the “octopus methods” of the bank. 
Those present were Mr. Holman, K. L. 
Brackett, general agent John Hancock, 


president San Francisco Life Under- 
writers Association; C. W. Peterson, 
manager Phoenix Mutual, president 


San Francisco General Agents & Man- 
agers Association; E. H. L. Gregory, 
general agent Aetna Life, member good 
practice committee San Francisco asso- 
ciation; B. F. Shapro, general agent 
Penn Mutual, member executive com- 
mittee San Francisco association; Mr. 
Stegge, who is assistant agency manager 
Equitable of New York, and W. G. 
Gastil, manager Pacific Mutual Life, 
also of the East Bay association. 


Great Interest Manifested in 


Announcement of Aetna Life 
(CONTINUED FROM PAGE 5) 


was believed would make the contract 
far more acceptable to the public. 

The Aetna Life contract is one of the 
most liberal issued so far. The com- 
pany is prepared to write this at ages 
16 to 60 inclusive and hzs no stipula- 
tion as to mmimum amount which will 
be issued as do most of the other com- 
Similar to the Massachusetts 


panies. 
Mutual form, the policy provides for 
certain options and reduction in pre- 


mium in case the assured outlives the 
annuity period. 
Details of Aetna Contract 


As with other contracts of this sort, 
the income to beneficiary in case as- 
sured ‘dies during the income paying 
period is a guaranteed 12 percent per 
year on the face of the contract, which 
will be increased by additions arising 
from excess interest. 

This form is issued under the 10, 15 
and 20 year income plan and only on 








PERSONALS 
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President H. L. Seay of the South. 


land Life celebrated his birthdav last 
week and received many letters and 
wires of a congratulatory nature 


Among them were what Mr. Seay 
claims to be the largest telegram and 
postcard in the world. The large wire 
a duplicate of the standard size, carried 
birthday greetings and was signed by 
Lorry Jacobs, sales promotion nian. 
ager. The post card, also of an extra. 
ordinary size, likewise carried a birth- 
day message and was sent by Phil 
Aimer, editor of the Southland’s house 
organ. 


Dr. G. L, D. Kennedy, assistant su- 
perintendent of medicine and hygiene of 
the Travelers, died at his home in Hart- 
ford after an illness of several days 


He had been with the Travelers for 
four years. He was a native of Can- 
ada. 


H. E. McPherson, vice-president and 
secretary of the American Union Life 
St. Joseph, Mo., has been chosen presi- 
dent of the chamber of commerce of 
his city. 

Irving Drew, 81, for many years a 
director of the Ohio State Life, died 
suddenly at his home in Portsmouth 
O., last week. 


P. A. Parker, agency secretary of the 
Old Line Life of Milwaukee, has re- 
turned from an extended visit to coast 





agencies. He was gone for more than 
a month. 


insurance man, who accompanied Com- 
mander Richard E. Byrd on his Antarc- 
tic expedition, addressed the Kiwanis 
Club at Madison, Wis., at its meeting 
Dec. 1. 

Ahira Tyrrell, Whitewater, Wis., father 
of H. F. Tyrrell, legislative counsel! for 
the Northwestern Mutual Life, died on 
Thanksgiving day at the home of his 
brother in Delavan, Wis., where he had 
gone to spend the holiday. Mr. Tyrrell 
was almost 88 years old and was one 
of the early settlers of Wisconsin. 
Find English Unemployment | 
Fund Hopelessly Involved | 





A debate in the house of commons in 
London Dec. 1 over a proposal to raise 
an additional $50,000,000 loan for unem- 
ployment insurance disclosed that the 
government’s fund is insolvent to the} 
tune of $200,000,000 yearly. The house 
of commons, however, gave authority to 
Minister of Labor Margaret Bondfield to 
loan. This in-| 


raise the $50,000,000 

creases the total for this purpose to 

$353,000,000. 
Minister Bondfield. gave interesting 


figures on the progress of unemployment 
relief in England. When the labor gov- 
ernment took office, the insurance fund 
debt amounted to $180,000,000, but now | 
it is $280,000,000. Miss Bondfield said 
if the number of unemployed registrants 
should increase to 2,500,000, which she 
expressed fervent hope would not oc- 
cur, expenditures would exceed revenue 
by $4,000,000 weekly and she estimated 
the fund would be exhausted by next 
March. 








the participating ‘basis. Rates at rep- 


resentative ages are: 


Age 10 Year 15 Year 20 Year 
20 $18.38 $19.16 $19.94 
25 20.48 21.31 22.19 
30 23.17 24.13 25.24 
35 26.82 28.08 - 29.62 
40 31.88 33.67 35.93 
45 38.95 41.62 45.01 
50 48.95 53.03 58.2: 

The Liberty Reserve Life of Birmins- 


ham, Ala., has been licensed in Okla- 





homa. 


a | 
Walter Perkins, Kenosha, Wis., life 
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Federal Gets Many Replies 





Policyholders Respond Nobly to Appeal 
for Names of Prospects—Dividend 
Scale Continued 





A veritable flood of replies has attend- 
ed the annual policyholders’ month 
drive of the Federal Life of Chicago. 
The result of four days’ mail was 480 
replies from policyholders to a letter of 
President Isaac Miller Hamilton urging 
reciprocity and asking for names of 
friends who are good prospects, either 
for insurance or agency contracts. 

According to Vice-President L. D. 
Cavanaugh, most of the policyholders 
gave the names of four or five prospects 
and many included names of several 
persons who might be interested in sell- 
ing insurance. A_ surprisingly large 
number indicated their own interest in 
additional insurance. It is believed that 
final returns will show at least 1,000 re- 
plies from the approximate 100,000 
policyholders to whom the campaign 
was directed. 

A small printed form with several 
lines for insertion of names and ad- 
dresses of prospects and possible agents 
was sent along with Mr. Hamilton’s let- 
ter, and reply was made easier by en- 
closing a special mailing envelope which 
required no stamp. Federal officers con- 
sider the probable 1 percent reply as 
highly satisfactory. 

The board has just voted to continue 
the present dividend scale on all par- 
ticipating policies. 


Reinsurance Deal Approved 


Commissioner Brown of Minnesota 
has approved the petition of the Des 
Moines Life & Annuity to reinsure the 
business of the Travelers Equitable of 
Minneapolis. 

The hearing brought out that all the 
stock of the Travelers Equitable is 
owned by the Insurance Holding Com- 
pany, which in turn is controlled by Mc- 
Murray, Hill & Co., Des Moines. The 
McMurray, Hill & Co. paid $14 to $14.50 
a share for their controlling interest in 
the Insurance Holding Company and is 
now offering minority stockholders $3.75 
a share. 

The Travelers Equitable had in force 
about $8 000,000 in life insurance and 
was taking in about $28,000 a month 
in accident and health premiums. 

Fifteen department heads and em- 
ployes of the Travelers Equitable will 
be retained by the Des Moines Life & 
Annuity, including Martin Schwab, vice- 
president; Frank L. Jacobson, superin- 
tendent of claims, and G. W. Blomholm, 
claim adjuster. They will direct the ac- 
cident and health department. 


Inter-Agency Contest Results 


‘he annual inter-agency contest of 
the Pacific Mutual Life resulted in over 
$20,000,000 of new insurance, or 151 
percent of the quota. The greatest per- 
centage of quota was written by W. 


Daniels, general agent in W ashington, 
D. C., who secured 406 percent. Other 
notable records were: Nicholls & Ly- 


man, 374 percent; W. H. Oshier, 302; 
W. B. Snowden, 300; Jens Smith, 287; 
Poor & Alexander, 284; C. G. Phelps, 
277; R. J. Wetzel, 266; W. R. Letcher. 
230; L. B. Scheuer, 224; Thos. H. Wall, 
207. These were all in Class A. In 
Class B, George H. Poulsen of South 
Bend, Ind., led with 396 percent. 


Corley Is Appointed 


_|. 5. Corley, for three years in the 
New York Life’s western investment 
department at Chicago, has joined the 
home office of the Bankers Life of Des 
Moines in charge of a new division in 
the investment department. He is a na- 
tive of Des Moines. 





Reliance Mutual Prospering 





Chicago Company Formed from Swedish 
Assessment Conccrn, Has $300 Assets 
Per $1,000 Insurance 





More than $300 of assets for each 
$1,000 insurance in force is now claimed 
for the Reliance Mutual Life of Chicago, 
an outgrowth of the Swedish Mission 
Friends Aid Association formed some 
30 years ago and later known as the 
Covenant Life, an assessment associa- 
tion. This company has devoted itself 
almost exclusively to writing members 
of the Swedish church in Illinois. It 
has been unusually conservative and has 
had very fine experience. The mortality 
in the last year, it is said, will not run 
over 30 percent of expected. 

The Reliance Mutual, formed from 
the Covenant Life, took over about 
$3,500,000 of the assessment business 
which some time before had been put 
on an adequate legal reserve basis. It 
was found unnecessary to place a lien 
against these policies. The mutual com- 
pany has placed about $150,000 of busi- 


ness on the books this year and now 
has about 30 agents. O. W. Carlson is 
president, C. L. Holverson secretary, 


O. K. Swanberg treasurer, and H. O. 
Carlson, son of the president, actuary 
and auditor. 


Dividend 


Mutual Casualty Votes on Amount It 
Will Pay on Six Year Old 
Contracts 


Policyholders 


to 








Directors of the Mutual Casualty of 
Chicago have announced another divi- 
dend to policyholders Dec. 31. This 
cash dividend of $240,000 will be paid 
to all policyholders who have main- 
tained their policies in force for six 
years. Last year a like distribution of 
$72,000 was made. 

The Mutual Casualty was organized 
in 1922 as a mutual legal reserve com- 
pany to write accident and health. It 
began the active writing in 1923 and 
confined its operations to Illinois until 


1929 when it entered Indiana, Ken- 
tucky and Missouri. Since then, it has 
been admitted to Kansas, Iowa and 


Oklahoma and will enter other middle 
western states before the close of this 
year. 

It has assets of $984,000 and a surplus 
of $705,000. This creation of surplus 
has been largely due to strict economy 
in management and to a very careful 
selection of risks. The greater portion 
of its business is written in the rural 
districts. 

In 1925, the management organized 
the Life & Casualty of Chicago as a 
running mate with the same official per- 
sonnel. It has $100,000 capital, $25 par, 
being sold at two for one. Since that 
time, the capital stock has been in- 
creased to $332,500. 

The growth of the Life & Casualty 
has been rapid. Although it has been 
writing business but four years and un- 
til recently has devoted all of its time 
to production of business in Illinois 
only, it now has assets of $1,366,012 and 
surplus of $502,540. 

Close association of these companies 
has been an aid to both with the result 
that the Associated Companies, as they 
are termed, have placed on their books 
since organization nearly $100,000,000 of 
life and disability business; have created 
a combined total of $2,350,012 in assets 
while the combined surplus exceeds $1,- 
207,500. 

The accident and health business 
shows a lapse of 17 percent while the 
life lapse is 12 percent. 

Recently the companies purchased a 
new home office building at 750 North 
Michigan avenue, Chicago, into which 





they moved Nov. 1. This is one of 
the finest corners on the near north side 
of Chicago. 


Union Cooperative Celebrates 


The Union Cooperative Insurance As- 
sociation, one of the few life companies 
incorporated in the District of Columbia, 
is celebrating its sixth anniversary this 
week. It has $89,000,000 of insurance in 
force of which $30,000,000 represents the 
increase in insurance in force during 
the past year. 


Cover University Alumni 


The All-States Life of Montgomery 
has been successful in placing its 20- 
pay life contracts on the alumni groups 
of various universities, the latest being 
on the alumni of the University of the 
South. In some case- the alumni asso- 
ciation signs the master contract as well 
as the university or college itself. Pri- 
ority of the company is thus established 
After a brief announcement containing 
the college endorsement has been sent 
to all the alumni by the company no fur- 
ther assistance is rendered by the in- 
stitution an dthe company takes care of 


the sales. 
Weaver Heads National Union 
S. P. Weaver has been elected presi- 


dent of the National Union Life of Spo- 


kane, which was organized two years 
ago. Mr. Weaver has been a director. 
The company has doubled its business 


in the first ten months of 1930 with a 
net paid business on its books of more 
than $2,000,000. 


Report Personal Property 


Taxable personal property of the Mu- 
tual Benefit of Newark gained $523,200 
over last year’s figure of $15,194,200, a 


report filed with the city of Newark 
shows. The Prudential however showed 
a drop of $8,478,200 from $56,364,800 last 
year. 


New York Life’s Business 


Over 9,000 -_ policies were paid 
for in the New York Life the first ten 
months than in the corresponding period 
of 1929. While the volume of new paid 
business for the first ten months, $792,- 
000,000, exceeds the total for the same 
period in any previous year, except 1929, 
the decrease in volume for the current 
year as compared with 1929 only 
amounts to less than 3 percent. 


Builders Life, Chicago 


The Builders Life of Chicago, which 
started writing business in November, 
1928, has this year to date paid for prac- 
tically $2,000,000 and has $2,750,000 in- 
surance in force. R. P. Zimmerman is 
secretary, an insurance man of extended 
experience. The company is managed 
by a group of prominent Chicago con- 
tractors and builders. Mr. Zimmerman 
has exercised the greatest care in under- 
writing business. In two years’ opera- 
tion the company has had only one 
death claim. 


National Standard Life 


Taking over the recently purchased 


business of the United Workmen, the 
National Standard Life, with home 
offices at Fort Worth and Houston, 
Tex., has changed the name of the for- 
mer’s building to the National Standard 
building. William Bacon, president, 
said that the National Standard will 


broadcast a weekly radio program over 
station KLRA, which is located in the 
building. 


Service Division Created 


The Atlantic Life has created a new 
division of the premium collection and 
policy disbursement department at the 
home office to be known as the policy- 
holders service division, with Joseph F. 
Inman in direct charge of the work. 
The main work will be contacting with 
policyholders, encouraging them to 
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B. M. A. Ohio Agent Is 
Held Up in New Manner 


F. B. Duffy, representative of 
the Business Men’s Assurance at 
Galion, O., recently was held up 
in a remarkable manner. He no- 
ticed a car following him closely, 
block after block, and sought to 
get away, but the other car hung 
on. Finally he had to stop for a 
red light. The car edged his to 
the curb and a man got out. 

“You’re Mr. Duffy of the B. 
M. A,, aren't you?” 

“Yes- s-s.” 

“Well, I’ve been wanting to see 
you ever since you were in my 
office some time ago, and I want 
a B. M. A. policy. I have heard 
so much about the policy and 
about you, I decided to follow you 
until you stopped.” 











make repayment of loans and urging 


them to reinstate policies. 


Colorado Life Grows 


The Colorado Life produced over 
$2,000,000 of new business in October, 
bringing in force to $23,000,000, accord- 
ing to W. H. Watlington, vice-presi- 
dent. The company's new family in- 
come policy will be ready Jan. 1. 


Joplin Life Selling Stock 
The securities division of the Arkan- 
sas Railroad Commission has granted 
the application of the Joplin Life of Jop- 
lin, Mo., to sell $10,000 of its common 
stock at par in Arkansas. 





Company Notes 











Pennsylvania licensed the Paul Revere 


Life, Worcester, Mass. 

The Guarantee Income Life of Baton 
Rouge, La., has entered Alabama. G. B. 
Reynolds of Montgomery is state agent. 

The Senboard National Life, 1103 Se- 
curity building, Long Beach, Cal., has 
received its permit to sell stock. 

The Supreme Liberty Life, Chicago 
colored company, has been licensed in 
Oklahoma. 


The Paul Revere has been licensed in 
Montana to write life, health and acci- 
dent. 


Radio Peaciiian Sought 


Directors of the Life Managers Asso- 
ciation of Detroit have passed a resolu- 
tion recommending that the Life Presi- 
dents Association and the American 
Life Convention consider the adoption 
of a radio broadcasting program to con- 
serve old life insurance business. De- 
troit managers say an attractive pro- 
gram two or three times a week early 
in the evening would be desirable and 
the cost would not be excessive if all 
life insurance companies bore their pro- 
portion of it. 


State Mutual Collects | 
Ideas of Star Agents 








A handsome and worth while pamph- 
let entitled “Golden Gem Booklet” has 
just been published by the State Mu- 
tual Life of Worcester, Mass., contain- 
ing material which was prepared and 
rresented by agents at the 1929-1930 
agency clubs joint convention June 26, 
this year. 

There are 
the approach, 


“ 


sections on prospecting, 
sales ideas for income in- 
surance, business insurance, educational 
and miscellaneous sales ideas, contrib- 
uted by 42 agents. The pamphlet is 
tastefully printed. with blank leaves for 
insertion of other ideas to make the 
volume a permanent reference work. 


Any and all of the Chartered Life Un- 
derwriter books can be obtained from 
The National Underwriter. Ask for the 


, list. 
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Inter-Southern Bought by 
Keystone Holding Company 
(CONTINUED FROM PAGE 3) 


pressed the opinion that $1.50 a share 
was about the proper price to set on 
Inter-Southern stock. 

Commissioner Allin of Kentucky has 
been advised that it was stated in Judge 
Gore's court that an offer of $1,50 per 


share for the stock had been made, 
which is 50 cents more than the par 
value. The stock involved in the sale 


constitutes the contrelling interest in the 
Inter-Southern as tlrere are 3,000,000 
shares of stock outstanding. More than 
1,200,000 shares were deposited in escrow 


last Friday and 800,000 more were to 
have been deposited Wednesday. 
Abraham Meyer of Mayer, Meyer, 


Austrian & Platt, attorneys for the pur- 
chasers, has deposited $100,000 in cash 
a guarantee of the validity of the 
offer. 


as 


Home Life's Holdings 


rhe receivers ask the court to approve 
the purchase of 540,000 shares of the 
stock owned by A. B. Banks and asso- 
ciates in the Home Life of Arkansas and 
held by the American Exchange Trust 
Company of Little Rock as escrow agent 
provided other interested parties agree 


to sell. Mr. Banks and Vice-president 
J. J. Harrison of the Home Life are 
queced as saying that all interested | 
parties had agreed to the sale of the | 


Inter-Southern shares owned by them 
and held by the receivers for Caldwell 
& Co. Mr. Harrison said proceeds of 
the sale would bolster the position of the 
Inter-Southern. 

The Shenandoah Life did not figure in 
this sale. Caldwell & Co. held only a 
small minority of the Shenandoah stock 
and it is understood that arrangements 
for its repurchase have been made by in- 
terests connected with that company. 


Inter-Southern Sound 


Those on the inside declare that there 
cannot be the possibility of a doubt of 


the soundness of the Inter-Southern 
from the policyholders’ standpoint. With 
3,000,000 shares outstanding at $1 par 
value, there is $3,000,000 which stands 
as protection to the policyholders in ad- 
dition to which there is a double lia- 
bility stockholders’ law in Kentucky 


which would increase considerably the 
ultimate protection of the insureds. 

Commissioner Allin is informed that 
some of the stock of the Inter-Southern 
was held as follows: 

26,000 shares by the Fourth & First 
National Bank of Nashville as collateral 
to secure deposit of Gibson county, 
Tenn. 

Other Shares Reported 


13,000 shares held by the Fourth & 


First National Bank of Nashville as 
trustee to secure the Southern Surety 
Company on an Owensboro, Ky., de- 
posit. 


200,000 shares held as collateral by the 
National Bank of Kentucky to secure a 
loan to the Southern Banks, Inc., as the 





proceeds of the loan benefited Caldwell 
& Co. 

Twenty shares owned by Caldwell & 
Co, not pledged. 

29,000 shares held by the Fourth & 
First National Bank of Nashville as 
trustee to secure funds or deposits be- 
longing to the City of Montgomery, Ala. 

12,000 shares held by the Liberty Bank 
& Trust Co. of Louisville as collateral 
on a loan to Caldwell & Co. 

32,000 shares held by the Louisville 
Trust Company as collateral on a loan 
to Caldwell & Co. 

72,250 shares held by the Fourth and 
First National Bank of Kentucky as 
collateral on a loan to Caldwell & Co. 

20,000 shares owned by Shares in the 
South, Inc., investment trust. 

60,000 shares held by the First 
tional Bank of St. Louis as security on a 
loan to Caldwell & Co. 

345,580 shares held 
Tennessee, Nashville. 

538,666 shares held by the American 
Exchange Trust Company of Little 
Rock. 


by the Bank of 


Attached to the petition to sell is an | 


agreement in which D. D. Robertson, 
receiver for the Bank of Tennessee, 
Nashville, a Caldwell subsidiary, agreed 
to sell 345,580 shares held by the bank 
at the price offered but reserved legal 
claims under a purchase agreement al- 
leged to ‘have been made with the bank 


| by Caldwell & Co., when the stock was 





sold at the bank at a price said by the 
| bank to have been $3.67 a share. 


CALDWELL’S GREAT AMBITION 


It turns out that Rogers Caldwell or 


| his firm at the end owned but few life 


company shares. All that he originally 
held had been hypothecated or tsed to 
meet obligations. In the so-called Cald- 
well group there was no interowning of 
life company stocks except that the 
Inter-Southern Life owned about one- 
third of the Missouri State Life shares. 
The holding company, the Life Insur- 
ance Associates, had the Southeastern 
Life of Greenville, S. C., and the Shen- 
andoah stock. It had acquired all the 
Southeastern Life stock and two-thirds 
of it had actually been paid for. 
The holding company was pretty 
much of a shell. It had no liquid assets 
but gave large notes in the purchase 
of shares. Out of the 20,000,000 shares 
of Inter-Southern Life, $1 par, it was 
found that only 20 were actually in 
Mr. Caldwell’s possession. The shares 
of the Home Life of Little Rock had 
bee; acquired by the Caldwell house. 
Dream of Rogers Caldwell 


In purchasing a company, Mr. Cald- 
well would pay a comparatively small 
sum in cash. He would, through his 
organization, sell shares to others at the 
same price he paid. Thus, counting the 
expense, he would lose on every share 
he sold. 


Mr. Caldwell ultimately hoped to 
build a large life insurance fleet, with a 
setup similar to Crum & Forster's 
strong fire insurance aggregation. In 


Na- | 





Caldwell Lost Success 
by Breadth of a Hair 


How narrow a margin there 
was between success and failure, 
a position of respect and af- 
fluence or the toboggan, carrying 
along with him in the landslide at 
least a sectional panic, is exempli- 
fied in a story of Rogers Cald- 
well’s failure which is well authen- 
ticated. 

A man close to the situation 
states the Caldwell interests had 
been dickering to sell the Inter- 
Southern Life of Louisville for 
some time before the failure. Mr. 
Caldwell’s resources were spread 
thin, as in the cases of most pro- 
moters, and he needed the money. 
The Inter-Southern deal was al- 
most buttoned up when the. crisis 
in his affairs occurred. Had he 
been given only a little more time 
to complete the sale, it is said, the 
amount of money he would have 
received probably would have been 
sufficient to tide him over. 











theory he had a great scheme. His 
chief lieutenant in this enterprise was 
President C. G. Arnett of the Inter- 
| Southern Life, a man of ability who 
knows life insurance thoroughly. Mr. 
Arnett’s course was logical but Mr. 
Caldwell’s commitments were so heavy 
and numerous, he could not meet his 
obligations. He had spread out too 





widely and he could not command suffi- 
cient resources in the pinch. He would 
buy on a shoestring and hope to sell 
enough stock to pay his notes when 
they came due. 

He was courageous 
he flew too high and 
heavily. He became utterly 
when the storm struck. 


and daring but 
plunged too 
involved 


Purchase of the Missouri State 


Mr. Caldwell paid an entirely too high 
price for the Missouri State, in the 
opinion of life officials. The shares of 
President M. E. Singleton cost him up- 
wards of 85. The other blocks he pur- 
chased from others were bought at a 
somewhat lower figure. In the long 
run his Missouri State holdings stood 
him at 62. 

Mr. Caldwell and 
executives saw the 
about three weeks 


life insurance 
coming and 
before the Caldwell 
failure, work was started to conserve 
the life insurance resources. It was 
hoped that the companies would be un- 
scrambled from the mess before the 
blow struck. Time, however was not 
sufficient to reach the goal. 
The life insurance stocks 
up as collateral. They had 
them. They were in escrow. They 
were scattered hither and _ yon. 
When the failure came it seemed 


his 
crash 


were put 
liens on 


necessary to solve the life 
surance problem or the business would 


receive a body blow of terrific force 
A. M. Best of New York was called 
in for consultation. He and Manager 
R. T. Smith of Chicago were at Nash- 
| ville for some days, getting informia- 


| difficulties. 








tion for the purchasers. 


Complicated Mess Found 


First it was necessary to estab 
values and next ownership. Inasn 
as so many shares were put up | 
and there, it was difficult at times to 
get a clear title. When an agreement 
would be reached another Cald) 


bank failure would occur or some other 
enterprise fall. This would change 
picture. Finally came the Arkar 
body blow which caused many 
Many creditors, claimant 
and attorneys were on hand. Ther 
were a thousand cross currents. Those 
interested in endeavoring to unravel the 
life insurance end had eight rooms at 
the Andrew Jackson hotel in Nashville 
There were some 50 people working on 
the frightfully tangled insurance w 
The bankers and their associates wantec 
a clear title and desired to know just 
what they were buying. The attorneys 
became very meticulous. 


n € 


Saw Big Future for Companies 


The syndicate bidding for the insur- 
ance companies desired to secure 
The promoters had to modify their bid 
from time to time owing to recurring 
failures. In spite of the decline in some 
assets, the purchasers felt there 
be tied together either a fleet of com- 
panies or one large merged company 
that would be next to the Aetna Life 
and Travelers in nonparticipating opera- 
tions, It was a prize worth seeking. 
The bankers’ syndicate became con- 
vinced that at a reasonable price, the 
holdings could be whipped into shape 
and would become valuable property. 

Commissioner Wysong of Indiana, 
president National Convention of In- 
surance Commissioners, and Commis- 
sioner Allin of Kentucky went to Nash- 
ville to meet Commissioner Caldwell of 
Tennessee, secretary of the commission- 
ers’ association, and be on hand in case 
counsel were needed or action from 
state officials. 


, 





ce 


EXAMINATION IN PROGRESS 


An examination of the financial con- 
dition of the Inter-Southern Life by the 
Tennessee, Oklahoma and Kentucky de- 
partments is now in progress at Louis- 
ville. M. W. Heitzeberg, vice-president 
of the Inter-Southern, declared that this 
is the regular quadrennial examination. 
“It is starting just a trifle early this 
time,” Mr. Heitzeberg declared. “but is 
very much welcomed by the officials of 
the company, in that it will clearly show 
our very excellent condition in face of 
the tangled Caldwell affairs and let 
everyone see for themselves just what 
is what.” 
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The Lincoln National Lite office in your town offers 


Complete Brokeraga Coverage / 
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Sell Coad 
of Pilot Life 


(CONTINUED FROM PAGE 3) 


[ continue as president. I am further 
advised that the general agency plan of 
the Pilot Life will be continued. Since 
the Jefferson Standard operates on the 
branch office plan there should be no 
co — in the field and there will be a 
distinct advantage in having the two 
ae operating side by side.” 
Pilot Launched in 19058 





rhe Pilot Life began operation in 
July, 1903. During the eight years prev- 
jous the same management had organ- 
ized four fire insurance companies which 
have had a successful history and are 
known as the McAlister group. First 
known as the Southern Life & Trust 
Company, the name Pilot was adopted 
in 1924. In 1928 the company moved 
into the suburban quarters west of 
Greensboro at Sedgefield where three 
splendid buildings are situated on 132 
acres of extensively landscaped grounds, 
one of the beauty spots of the region. 


Jefferson Standard Ranks 3ird 


The Jefferson Standard was organ- 
ized in 1907 and has grown to be one of 
the largest life insurance c companies in 
the south, with Greensboro’s most im- 
pressive building as its home office. It 
has 45 branch offices. At the close of 
1929 the Jefferson Standard ranked 33rd 
in size of all United States life insurance 
companies. Pilot Life at the close of the 
year ranked 79th. 

The Jefferson Standard comnany had 
$365,736,258 insurance in force at the 
close of last year, in 27 states and Porto 
Rico. The Pilot Life on the same date 
had $103,601,195 insurance in force in 
12 southern states and the District of 
Columbia. 


U.S. Court Makes 
Important Rule 


(CONTINUED FROM PAGE 3) 


“If the mere fact that the insured did 
work is conclusive evidence that he was 
not permanently and continuously dis- 
abled, then there should have been no 
recovery on this policy. 

“The term ‘total and permanent dis- 
ability’ does not mean that the party 
must be unable to do anything whatever, 
must either lie abed or sit in a chair and 
be cared for by others. The term ‘total 
and permanent disability’ obviously does 
not mean that there must be proof of 
absolute incapacity to do any work at 
all. It is enough if there is such im- 
pairment of capacity as to render it im- 
possible for the disabled person, to fol- 
low continuously any substantially gain- 
ful occupation. 


Will Power Is a Factor 


“Such persons, who are totally in- 
capacitated for work, by virtue of strong 
will power may continue to work until 
they drop dead from exhaustion, while 
others with lesser will power will sit 
still and do nothing.” 

rhe court pointed out that the fact 
that Phillips worked after leaving serv- 
ice did not prove the continuously fol- 
lowed a gainful occupation, as evidence 
showed the work was carried on under 
great difficulty and was a light class of 
work, 

t is commented by the general coun- 
sel for a large company that the clause 
in the war risk policy is not comparable 
to the present standard form. He said 
in any event reliable companies consider 
it is good business to encourage policy- 
holders in such condition not to over- 
tax their physical powers, and many 
companies now pay such claims without 
question, 


Church Pension Funds 


Pension funds aggregating $154,258,- 
455 have been established by 19 protes- 
tant churches in this country represent- 


ing a combined membership of more 
th 
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reported at the recent annual Church | forms of property insurance. This state- | R. B. Hull, managing director National 
Pensions Conference at Atlantic City,| ment goes to business concerns and | Association of Life Underwriters, to 
N. J., by Rev. George C. Lenington, | among other things it asks of a part- | present the play at the next annual 
secretary of the ministerial fund of the | nership or a corporation, whether busi- | gathering of the association in Pitts- 
Reformed Church. Expenditures for the | ness life insurance is carried and if so, | burgh. The play was written by L. L. 
past year totaled $9,469,533. The money | how much. It also asks whether this | McAlister, Pilot Life superintendent of 
was used for pensions and relief funds | insurance also provides accident protec- | agencies. 


to 27,482 dependents, including retired | tion. —-_- . . 
ministers, widows of ministers and de- | Hawes & McAfee, B. L. Pickard 











































































pendent children. Pilot Players Popular The United States Life has made two 
— : : new agency appointments in New Jet 
As a result of the impressive presen sey. Hawes & McAfee, 617 Central 


Gets Insurance Information | tation of the short play, “What Price | avenue, East Orange, are to cover the 


The National Association of Credit | Policy Loans,” during the recent North | Oranges and Newark, while B. L. Pick 
Men has gotten out a new form for in- | Carolina insurance days program at|ard, with offices at the Montclair Sav- 
surance statements requiring much de- | Greensboro, the Pilot Life Players, | ings Bank, is to represent the compan) 
tailed information regarding various | staging the drama, have been invited by | in Montclair and vicinity. 











TWENTY SIXTY-FIVE 


The up-and-up years of a man’s life are from age 20 to 65. Before 20a 
boy has everything but experience; after 65 he has nothing left but experi- 
ence. These years of ability, attainment and expansion—from 20 to 65—are 
the years in which he is best able to make and take opportunities. 

There is a period in the life of a life insurance company, just as in the life 
of a man, when verve and enthusiasm combine with ability and experience to 
make the best progress. During that period it has the same coordination of 
thought and deed, the same capacity to plan and rapidly execute plans, as a 
man in his prime. It has unity and cooperation that give it the power to 
meet problems of changing times quickly and advantageously. Its policies, 
its methods of doing business, and its relations with the members of its 
organization, while firmly rooted in experience, are not rutted in company 
tradition. 


Such a company—strong, experienced, progressive—makes the best op- 
portunities for its fieldmen. It offers not only the advantage of territory, but 
the greater advantage of choice of territories. It affords the best chance 
for individual expansion because competition within the organization, with 
fellow fieldmen striving for advancement, is practically nonexistent. It 
offers, in a word, a sound foundation upon which to build personal success, 
with an absolute minimum of obstacles to overcome. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 























MARYLAND!! 


General Agency positions open at, 
CUMBERLAND HAGERSTOWN 
FREDERICK § ROCKVILLE WESTMINSTER 


Excellent territory—Special Direct Contract—Wholehearted 
Home Office Cooperation 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON 8B. SMITH, President 








an 22,000,000 communicants, it was. 
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even be found substituting securities be- 
longing to the reserves and thus de- 
stroying the most cherished asset of life 
insurance, its security. 

This brings us to the second position 
taken, that against the investment ot 
reserves in common stocks. Common 
stocks today are for the most part 
merely equities and not primary securi- 
ties. What would we think of a life in- 
surance company buying up equities in 
farms on which someone else held the 
mortgage and yet that is what invest- 
ment in common stocks amounts to for 


the most part. At any rate, they are 
highly speculative, even the best of 
them. There are other reasons aside 


from those of safety which should keep 
life insurance companies, and particularly 
mutual companies, out of ownership of 
common stocks: the officers of a life in- 
surance company should not use the 


funds of policyholders with which to 
control business enterprises. This has 
all been proved time and again in the 
history of life insurance and at this late 
day it ought not to be necessary to 
argue it again. Life insurance owes a 
solemn duty to the American public 
which has trusted it with its funds, to 
continue the policy of investing only in 
the basic and fundamental securities. 
The laws of most of the states require 
this and they are on the whole good 
and sound laws. Many companies have 
been protected in spite of themselves by 
these laws. 

Insurance department officials, as the 
representatives of the public, have a dis- 
tinct duty to protect the life insurance 
business against the unsound tendencies 
and theories that have been brought out 
so clearly in the developments of the 
past couple of years. 
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What the National Underwriter Stands For 


The Catpwett & Co. failure empha- 
the soundness of the position 
which Tue NATIONAL UNDERWRITER has 
taken on two important points, company 
and investments in common 


sizes 


mergers 
stocks. 
Some two years ago this 
paper started a campaign against manip- 
control, mergers, 


or three 


ulations of company 
promotions and schemes designed to un- 


settle and disturb the position of the 
young and growing companies of the 
west and south. It took the position 
that these for the most part were legiti- 
mate enterprises, that it would be a 


good thing for the life insurance busi- 
ness if there were companies in 
every state and that notwithstanding the 
centralization tendency in other lines of 
why life 
insurance reserve funds should be con- 
centrated altogether in a few great 
pools. We believed that com- 
enterprises which had 

the difficult and expensive 
process of getting started, of enlisting 
the interest of stockholders, agents and 
their local public, should be left alone 
to work out their destiny without dis- 
turbance by stock manipulators, schem- 
ers, promoters and high financiers gen- 
erally. If such a company reached the 
end of its string, did not make progress 
or was in financial difficulties the ques- 


home 


business there was no reason 


money 
pany gone 


through 


tion was a different one and in such 
instances there was nothing to do but 
to consider a merger or sale. These 


usually brought about 


officials 


conditions were 
by incompetent 
were unwilling to pay the price of suc- 
cess by drawing larger salaries than the 
At the 


or those who 


size of the company warranted. 


time the campaign was started and at 
the present time there is no reason why 
capable officials cannot conduct a small 
life 
provided they 
price of success. 

In taking this position THe Nationar 


successfully, 
the 


insurance company 


are willing to pay 


UNDERWRITER does not at all detract 
from or discredit the large company; it 
merely says that in all healthy busi- 
nesses there must be both large and 
small, under the American system. If 
there were only large companies the 
business would soon stagnate and get 
into the condition from which it was 
extricated by the Armstrong investiga- 
tion. Notwithstanding the tendencies of 
the present day, which are toward con- 
solidation with a certain degree of mo- 
nopoly, Ture NATIONAL UNDERWRITER 
stands for the principle of individualism 
and within reasonable 
bounds. 

The life insurance business has been 
cursed with a lot of would-be financiers, 
who, if they were put to work selling 
life insurance could not do enough busi- 
ness to keep themselves out of debt, 
who have been ranging over the field 
seeking to buy companies and sell them 
at a profit. There have been on the 
average a couple of men a week who 
have come into our office asking if we 
knew of companies for sale. If they 
find one and secure an option on it, no 
matter at what ridiculous price, they 
hawk it about, thereby injuring its repu- 
tation. are greatly disturbed 
over this process. They cast their lot 
with a company, work hard, put money 
into the agency and then find that it has 
sold out and a new management come 
in. Whether it is the outside manipula- 
tors or the officers themselves, who be- 
tray the trust imposed in them by their 
policyholders and _ their 
the same class. 
holds 


opportunity 


Agents 


public, 
they are all in 
investor eventually 


local 

agents, 
The innocent 
the bag or the inroads may even be so 
great that the stockholders’ funds are 
entirely used up and the reserve funds 
of ‘the company are dipped into, with 
a resulting receivership. When this type 
of management gets hold of a company 
or a group of companies they do not 
stop with stock manipulations but may 





W. H. Post, head of the Postum Ce- 
real Company, Battle Creek, Mich., who 
died Thanksgiving day, started out in 
the insurance business back in the ’80s 
as a partner in the firm of Copeland & 
Post, agents for the Equitable of New 
York at Springfield and Peoria, III. 
The other partner in the firm, G. E. 
Copeland, later became superintendent 
of agents for the Northwestern Mutual. 
Mr. Post gave up the insurance business 
after a few years. 


R. R. Smith, 67, chairman of the 
board and of the finance committee of 
the Modern Woodmen of America, died 
suddenly at his office in Kansas City of 
heart failure. Mr. Smith had held na- 
tional offices in the Woodmen organi- 
zation since 1901, and was an influential 
figure in that body. 


J. E. Boyer, for the past 14 years 
general agent for the Connecticut Mu- 
tual for southern Kansas at Wichita 


and past president of the Wichita Life 
Underwriters Association, died Nov. 29 
at his home in Wichita. Mr. Boyer had 
been in the life insurance field since 
1912, starting at Kingman, Kan. Later 
he was district manager for the Equita- 
ble Life at Salina. 


V. W. Sammis, field service manager 
for the Mutuai Benefit Life at the home 
office in Newark, is on a western field 
trip and will spend some time in Mis- 
souri, visiting many of the agencies in 
that state. He visited many of the 
southern agencies before leaving on his 


western trip. He expects to return 
shortly before Christmas. 
The Rawlings family is well repre- 


sented in prominent positions in the fields 
of both fire and life insurance. Ralph 
Rawlings is president of the Monarch 
Fire of Cleveland. His nephew, W. L. 
Rawlings, is assistant to Lloyd D. Bin- 
ford, president of the Columbian Mutual 
Life of Memphis. W. L. Rawlings also 
acts as agency secretary of this thriving 
and substantial southern company. 


F. F. Weidenborner, Jr., superinten- 
dent of agents Guardian Life of New 
York, was a Chicago visitor this week 
attending the formal opening of the new 
agency of R. H. Dornfeld, and plans to 
make a trip through the south before 
returning to the home office. 


Famed in Bankers Life of Iowa cir- 


cles for his intensive cultivation of a 
comparatively small territory, W. B. 
Mahaffa, affiliated with the W. E. 


Smock agency, enhanced his reputation 
by again leading the sales organiza- 
tion in the total of policyholder appli- 
cations written in October. Mr. Ma- 





haffa produced 18 applications on the 
lives of old policyholders for an aggre- 
gate of $24,500. Practically all of Mr. 
Mahaffa’s business is written in an 
Iowa county of less than 25,000 popu- 
lation. 


Claris Adams, executive vice-presi- 
dent of the American Life, of Detroit, 
is busily engaged in giving talks on liie 
insurance these days. He delivered 
four addresses in one day in Pontiac, 
talking to the Masonic Club at noon, 
the Life Underwriters’ Association of 
Pontiac at 1:30, the American Life 
agents from the district in the after- 
noon and the supervisors’ club of the 
Wilson foundry in the evening. 


Nicholas Woods, who retired as _audi- 
tor of the Michigan Mutual Life in 
1926 at the age of 82, died at his home 


in Detroit. Mr. Woods, who was a 
Civil War veteran, served the com- 
pany more than 25 years. 


D. A. an superintendent of 
machines and forms at the home office 


of the Prudential, celebrated his 67th 
birthday this week. Mr. McIntyre is 
an ardent golfer and fisherman, and 


divides his spare time between the two 
sports. 


President A. F. Hall of the Lincoln 
National Life is receiving considerable 
publicity these days as being one of a 
number of leading Indiana citizens who 
are actively engaged in correcting pro- 
hibition evils through the agency of the 
Association Against the Prohibition 
Amendment. Mr. Hall is a_ national 
director of the association for Indiana. 
Among those who are associated with 
Mr. Hall in this endeavor are George 
Ade, famous Hoosier humorist, and 
Meredith Nicholson, the writer. 

Mr. Hall was recently honored by 
being appointed on the committee to 
discuss the project of a memorial Lin- 
coln Highway from Lincoln’s _birth- 
place at Hodgenville, Ky., to his tomb 
at Springfield, Ill., by Governor Leslie 
of Indiana. Mr. Hall is also a member 
of the governor's state unemployment 
relief commission, as chairman of the 
Allen county commission for the reliet 
of unemployment. 


J. F. Walsh, assistant manager of thie 


J. J. Gordon agency of the Home Life 
of New York in New York City, and 
Miss Jean Sheehan of Albany, N. Y.. 


were married last week at Albany. They 
are spending their honeymoon at White 
Sulphur Springs, W. Va. Mr. Walsh 
has many friends in the insurance busi 
ness, having been a brokerage man in 
the former Hart & Eubank agency ot 
the Aetna Life. 
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ANNOUNCING ... 


I HE Midwest Life’s new Juvenile Educa- 
tional Policy provides against all possible con- 
tingencies. 

If the parent is living on the maturity date, 
the money for the child’s college education is 
available either in a lump sum or preferably to be 
paid in equal monthly instalments of $22.26 per 
thousand of insurance during the four college 
years. 

If the parent dies before the maturity of the 
policy, an immediate cash payment is made (the 
amount per thousand varying according to the 
policy year at the time of death), plus an income 
of $10.00 per month per thousand of insurance 
for the maintenance of the child and to provide 
for expenses while attending grade school and 
high school, then at the maturity of the contract 
the full amount of the policy will be paid in cash 
or an income of $22.26 per month per thousand 
during the full four years in college. 


If the parent becomes totally and perma- 
nently disabled before attaining age 60, all pre- 
miums falling due thereafter will be waived and 
an income of $10.00 per month per thousand will 
be paid until the death of the parent or the ma- 
turity of the policy. This will provide expense 
money for the child during the grade school and 
high school periods. In addition, the full amounts 
as stated above will also be paid. 

This policy is available in plans ranging from 
five to twenty years to suit individual require- 
ments. The premiums are only slightly higher 
than on regular endowment policies. The bene- 
fits are much greater, as the illustration will 
show. 


a real contribution to Children’s Educational Policies 








SE ——$ a 
An 18-year policy for $4,000.00 will provide: 
IF THE PARENT LIVES 
tN eee uewebmb eee $ 4,000.00 


or 
An income after maturity of $89.04 per month for 
4 college years. Total payments............. 4,273.92 


IF THE PARENT DIES 


(a) If the parent dies immediately after the policy is 
issued: 
SE Lckdveddds anekcteiasaainetbedaneadacwensenen 152.92 
plus 
An income of $40.00 per month for 18 years (while 
child attends grade school and high school)... 8,640.00 








plus 
At maturity an income of $89.04 per month for 4 
years (while child attends college)............ 4,273.92 
Sere senor i eas al $13,066.84 
(b) If the parent dies immediately after paying the 10th 
premium 
ae i a a a re ad $ 1,836.08 
plus 
An income of $40.00 per month for 9 years (while 
child attends grade school and high school).... 4,320.00 
plus 
At maturity an income of $89.04 per month for 4 
years (while child attends college)............ 4,273.92 
EO ee PTT Te Te $10,430.00 
(c) If the parent dies immediately after paying the last 
premium 
i a i a ls i a er $ 3,921.92 
plus 
An income of $40.00 per month for one year (while 
child finishes high echool).........ccccccccces 480.00 
plus 
At maturity an income of $89.04 per month for 4 
years (while child attends college)............ 4,273.92 
IR tanta ead ie aan oie ada ida iia wae $ 8,675.84 


The payments for death occurring in other years 
are in proportion. 


IF THE PARENT BECOMES TOTALLY AND 
PERMANENTLY DISABLED 


An income of $40.00 per month will be paid until death or 
maturity of the policy, all premiums falling due thereafter will 
be waived, and in addition the full amounts as outlined above 
will also be paid. 





Our Juvenile Educational Policy is only one of the many attractive and 
up-to-the-minute tools with which our agents have to work. There are 
still a few excellent openings in Iowa—Kansas—Nebraska—Oklahoma. 


For Particulars, write or wire 
D. E. RUGGLES, Sales Director 


THE MIDWEST LIFE 
INSURANCE COMPANY 


Of LINCOLN, NEBRASKA 


LIFE ACCIDENT 


HEALTH 
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Openings in the following states: 


Alabama Georgia 
Florida Tennessee 
Ohio West Virginia 


District of Columbia 


FREE FROM WORRY AGENTS 


During these times of depression 
our representatives are able to give 
their entire time to rendering the 
greatest possible service to their pros- 
pects and policyholders and are main- 
taining good production records. Our 
policies are so liberal, our compensa- 
tion so equitable and life insurance is 
so fundamentally sound that they have 
nothing except the unprovided for 
needs of their field to worry about. 


THE GEM CITY LIFE 


The Rapidly Growing Company 














Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 

Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 


























LIFE AGENCY CHANGES 











Names Three New Managers 





Mutual Life Announces Changes at 
Savannah, Seattle and Spokane, 
Effective Jan. 1 


The Mutual Life of New York has ap- 
pointed three new managers, effective 
Jan. 1, when the present managers will 
retire under the company’s retirement 
plan. 

O. F. Fulmer, superintendent of 
agents and agency organizer of the Sa- 
vannah (Ga.) agency, will succeed C. F. 
Moses as manager. Mr. Fulmer joined 
the Mutual Life in 1903 and later be- 
came cashier. He was made superin- 
tendent of agents in 1914 and agency 
organizer in 1928, 

Mulder Gets Seattle Post 


J. P. Mulder, who succeeds W. A. M. 
Smith as manager of the Seattle agency, 
joined the company in 1921 after several 
years in banking. For nine successive 
years he has been a member of the com- 
pany’s $250,000 field club and has had 
great success as a personal producer. 

P. L. Cochran, who will take over 
control of the Spokane agency from W. 
H. Shields, was made agency organizer 
there in January, 1930. He has had an 
excellent production record and _ has 
been for seven years a member of the 
company's production club. He joined 
the company in 1909. 





Names Two General Agents 





Continental Assurance Appoints Hodg- 
kinson & Durfee at Chicago and 
Burden Office in Baltimore 


Two important general agency ap- 
pointments are announced by the Con- 
tinental Assurance of Chicago. Hodg- 
kinson & Durfee, large general insur- 
ance agency in the Insurance Exchange, 
Chicago, which just recently took on 
the National Casualty of the Conti- 
nental of Chicago fleet, now has taken 
a general agency for the Continental 
Assurance for Chicago territory. This 
general insurance office has started in- 
tensive production of life insurance. 


C. E. Burden, another general insur- 
ance man who for seven years has 
operated an office in Baltimore, has 


been appointed general agent there for 
the Continental Assurance and is plan- 
ning a large development in this field. 
Mr. Burden has been in the casualty 
business for manv years, formerly in 
Milwaukee. 


W. M. McConnell, R. F. Freeman 


W. M. McConnell, Pacific Mutual 
general agent, has transferred his head- 
quarters from Portland to Walla Walla, 
Wash. He is succeeded at Portland by 
R. F. Fréeman, who since 1923 has been 
prominent in the Pacific Mutual home 
office agency. 

Mr. Freeman started selling life insur- 
ance in 1921 in Los Angeles. He has 
been in the home office agency of the 
Pacific Mutual for seven years and for 
the last three years has had the title of 
assistant manager and educational di- 
rector. 





G. W. Watson 


G. W. Watson has been appointed 
manager of the Albany, N. Y., agency 
of the Guardian Life, with headquarters 
at 1120 National Savings Bank building. 
Mr. Watson entered life insurance after 
a successful career in the school system 
of Providence, R. I. He became as- 


sistant manager of his agency there and 
continued in a supervisory capacity in 
Providence and more recently in Chi- 
cago, where he was located prior to 
assuming his new duties. 





New Union Central Managers 
Brooks, Corpus Christi Million Dollar 
Producer, Gets Memphis and Street 
Buffalo 








The Union Central Life has appointed 
managers: M. E. Brooks at 


two new Ss 
Memphis and F. J. Street at Buffalo. 
Mr. Brooks will fill the position leit 


vacant by the dissolution of the Cavett 
& Wier partnership at Memphis sey- 
eral weeks ago when Van C. Cavett 
announced his desire to relinquish ac- 
tive duties and Emmet C. Wier becanie 
Birmingham manager for the Union 
Central. 

Mr. Brooks’ promotion comes as well 
deserved recognition of his splendid 
work with the B. C. Sasse agency in 
Corpus Christi. He is a native Texan, 
born at Bardwell, and attended Baylor 
University at Waco. He was an auto- 
mobile salesman before joining the 
Union Central in 1929. During 1930 he 
has been among the company leaders, 
and is selling at the rate of more than 
one million dollars for the year. 

Mr. Street joins the Union Central] 
after more than 15 years of experience 
in the life insurance and general insur- 
ance business. He has been affiliated 
with his father, T. S. Street, and a 
brother, A. T. Street. both in Buffalo 
and Rochester, N. Y., where he has 
made a fine record as an executive, 
salesman and organizer. 

Mr. Street is a native of Pennsylvania 
and attended the University of Penn- 
sylvania. He succeeds P. E. Orr, re- 
signed. 


P. L. Byrley 


P. L. Byrley has been appointed gen- 
eral agent at Miami, Fla., for the At- 
lantic Life, succeeding E. A. Nowlin, 
resigned. In addition to the city of 
Miami, his territory will include several 
outlying counties. He had been with 
the Penn Mutual there since last April. 
Graduating from Princeton in 1923, he 
became office manager in Atlanta for 
the Fidelity Mutual. Later he ran a 
general insurance agency in Miami un- 
til he went with the Penn Mutual there 
a year ago. 


C. E. Miller 


C. E. Miller has been appointed gen- 
eral agent of the Detroit Life in Flint, 
Mich., with office in the Union Indus- 
trial Bank building. He succeeds H. H. 
Darby, who will continue to represent 
the company there but has been relieved 
of his responsibilities as general agent. 


F. J. Quinn 


F. J. Quinn, for several years super- 
visor of the Detroit city agency of the 
Detroit Life, has been appointed man- 
ager of the life department of Thomas 
McGee & Sons, general agents for the 
Detroit Life in Kansas City, Mo. 





Fred Sparling 


Fred Sparling, formerly general agent 
at Detroit for a number of companies, 
has been appointed manager of the life 
department of the Parker & Davis gen- 
eral agency of the Continental Assur- 
ance of Chicago at Detroit. 





L. R. James 


L. R. James of Los Angeles has been 
appointed California supervisor for the 
Pacific National Life of Salt Lake with 
headquarters at both Los Angeles and 
San Francisco. Mr. James went to Los 
Angeles in 1924 as Pacific Coast super- 
visor for the Peoria Life, with which 
company he had previously been con- 
nected in the east, resigning about 4 
year ago to become associated with the 
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insurance department of the Bank of 
America at Los Angeles. 





A. B. Hykes 


\. B. Hykes has been appointed gen- 
eral agent at Harrisburg, Pa., for the 
Maryland Life. He was formerly with 
the Penn Mutual. 


E. F. Spawr 


E. F. Spawr, Sun Life representa- 
tive at El Dorado, Ark., has been ad- 
vanced to general agent for southwest 
Arkansas by V. T. Mortenbacker, 
supervisor for Arkansas. 





Life Agency Notes 











James A. Dearing, formerly of the 
Bedford district of the Colonial Life of 
New Jersey, has been made assistant 
manager of the Orange, N. J., office. 

*x* * * 

Assistant Superintendent G. C. Green 
of the Prudential at Harrisburg, Pa., is 
promoted to superintendent of the Bing- 
hamton, N. Y., No. 2 district. 

* * * 

F. L. Shattuck and his son, L. C. Shat- 
tuck, have been appointed to represent 
the Berkshire Life at Belvidere, IIL, in 
connection with the Rockford office. 
The father has been with the Metro- 
politan. 

> & £6 

D. B. Pfoutz has joined the Rockford, 
Ill, office of the Berkshire Life. 

= 

James W. Smith has been appointed 
manager of the life insurance depart- 
ment of the E. A. Piepenbrink & Co, 


agency, Milwaukee. He has been with 
the Old Line Life in Milwaukee. 
* * * 


Pending selection of a successor to 
the late Edgar F. Johnston, general 
agent for the Northwestern Mutual Life 
at South Bend, Ind., the company has 
appointed Glenn I, Buneh of the agency 
as cashier. 

* * * 

Robert F. Seott, Jr.. has joined the 
life insurance trust department of the 
Fletcher Savings & Trust Company of 
Indianapolis. He has been operating an 
insurance brokerage office in New York 


















Oklahoma Manager 














B, J. FISHER 


B. J. Fisher has been appointed Okla- 
homa manager for the National Life, U. 
S. A., with headquarters at Oklahoma 
City. He started with the Union Cen- 
tral at Tulsa in 1924, remaining in 
personal production until 1929 when he 
became assistant manager of the Mis- 
souri State Life’s branch office at Tulsa. 
When this office was moved to Okla- 
homa City early this year he continued 
there in the same capacity. 








for the past three years. He is a son- 
in-law of Hugh McK. Landon, vice- 
president of the trust company. 

*x* * * 

William E. Nerth, secretary of the 
Corvallis, Ore., chamber of commerce, 
has resigned to become agency organizer 
for the New York Life in Portland. 

e ¢ ¢ 

Walter Dawson and H. J. Meyers have 
been appointed unit supervisors of the 
Louis F. Paret agency of the Provident 
Mutual Life, with headquarters in Cam- 
den, N. J. 











EASTERN STATES ACTIVITIES 











Insurance to Be Recognized 





Expect Man Active in Business to Be 
Named as New Commissioner in 
Pennsylvania 





PHILADELPHIA, Dec. 4.—It is al- 
most a certainty that the next insurance 
commissioner of Pennsylvania will be 
an active and well-known insurance 
man, 

So far the leading candidate for the 
post is James Murray, Pittsburgh agent 
and former president of the Insurance 
Federation of Pennsylvania. Reports 
are that the commissionership will go 
to western Pennsylvania and Mr. Mur- 
ray has the solid backing of the Alle- 


gheny county political organizations. 


Dette Also Mentioned 


\nother man who is strongly backed for 
the post, although he is making no effort 
to secure it, is G. R. Dette of Philadel- 
phia, assistant to the president of the 
Commonwealth Casualty. Mr. Dette has 
the almost solid support of Philadel- 
phia insurance men. It is also reported 
that a number of insurance organiza- 
tions will endorse him. 


Governor-elect Pinchot is reported to | 


have asked the Pennsylvania Associa- 
tion of Insurance Agents to recommend 
three men for the office. Its list was 
headed by the present commissioner, 
Col nel M. H. Taggart, with Gilbert 
Parnell, a young lawyer of Indiana 
county, second, and W. S. Diggs, lead- 
ing Pittsburgh agent, third on the list. 

It is said that Mr. Diggs, who is a 
former president of the Pennsylvania 
federation and an active member of the 











Pennsylvania association, is the only one 
of the three who stands a chance of be- 
ing appointed. 


Rochester and Buffalo Sales 


Ordinary life insurance paid for in 
the Rochester, N. Y., district in Octo- 
ber was $4,967,000, which is 11 percent 
increase over September and a 7 per- 
cent decrease from October, 1929. For 
the ten months ending Oct. 31, Roches- 
ter district sales aggregated $56,516,000, 
an 11 percent gain over the correspond- 
ing period last year. 

October sales in Buffalo were $7,315,- 
000, 20 percent behind October, 1929. 
Ten month sales were $86,617,000, a 9 
percent decline from the corresponding 
period last year. 





Mutual Benefit Minstrel Show 


The Pelican Club, the home office em- 
ployes organization of the Mutual Bene- 
fit Life, staged another of its popular 
and successful minstrel shows Tuesday 
night. The production was in charge 
of James Philipson, who has _ been 
largely responsible for the presentation 


, of similar shows in the past. 


Robert G. Thomson, 
acted as interlocutor. 


comptroller, 
The chorus con- 


| sisted of nearly 100 men and young wo- 


men of the staff. 


Shepard Goes East 


W. T. Shepard, agency vice-president 
Lincoln National Life, is on a three 
weeks’ eastern trip. Mr. Shepard will 
give a series of talks on quality busi- 
ness in personal production to the agen- 
cies he visits. 






















































THE A. B. C. 


The cost is small— 
the benefits great 


The Audit Bureau of Circula- 
tions gives advertisers complete 
and reliable information about 
quantity and quality of circulation 
in the form of A. B. C. reports. 


It has set high circulation require- 
ment standards that must be lived 
up to by all its members. 


Most of the better papers have 
joined the A. B. C. in order to get 
the benefit of the prestige gained 
by being members and to protect 
themselves and their advertisers 
against those publications which 
employ questionable tactics in se- 
curing and labeling their circula- 
tion. 


The cost to a publication is small. 
The benefits are great. 


Any publication can become a 
member if it will conduct its busi- 
ness in accordance with the stand- 
ards of the Bureau. 


THE NATIONAL UNDERWRITER is, 
of course, a member. 


The National Underwriter 


C. M. Cartwricat 
Managing Editor 


E. J. WoHLGEMUTH 
President 





The leading weekly insurance newspaper 
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Under the 


Square 
Deal 


Agency Contract 


as issued by 





Insurance Company 


You will have 


—Vested and 
non-forfeitable 
renewals 


—Unrestricted 
territory 


—Power of appoint- 
ment to build 
your own agency 


—Direct Home Office 
connection 


FOR DETAILS —simply fill 
out the coupon if you live in 
Wisconsin — Minnesota — 
Iowa—Ohio. 


National Guardian Life Ins. Co. 
MADISON, WIS. 


Gentlemen: 
Please send me details regarding 
your Square deal agency contract. 




















_ CENTRAL WESTERN STATES 











Wysong Pledges Assistance 





Indiana Commissioner Heeds Protest of 
Michigan About Company’s Direct 
Mail Campaign 





Protest of the Michigan department 
in regard to the mail solicitations in 
this state of the so-called Guaranty Na- 
tional Union of Indianapolis, an assess- 
ment organization which _ evidently 
moved from Texas recently where the 
same officers conducted a similar outfit 
under a different name, has brought as- 
surance from Commissioner Wysong of 
Indiana that he will do his best to curb 
the carrier’s activities. Mr. Wysong 
has informed this state’s authorities 
that his hands are tied for the present, 
however, because of the fact that the 
organizers made use of an old law 
which specifies that non-profit insur- 
ance organizations shall not come un- 
der supervision of the state insurance 
department. The Indiana commissioner 
plans to ask for repeal of the law at 
the next session of the state legislature, 
however, to prevent further misuse of 
the obsolete statute. 


Investigate Credit Practice 


Complaint of the Columbus Life 
Underwriters Association resulted in a 
hearing by the Ohio department re- 
garding the offer of certain life agents 
and companies to finance premiums for 
insureds over the first three policy 
years. The hearing revealed that some 
agents have accepted credit notes for 
one year, with the understanding these 
would be renewed for the second and 
third years, and in some instances not 
even payment of interest was required. 
The department considers that this 
practice is not fundamentally sound. 
Superintendent Younger announced that 
he would not approve the practice and 
he believes it will be discontinued at 
once. 





Mielenz Sponsors Football 


The A, E. Mielenz general agency of 
the Aetna Life in Milwaukee sponsored 
a broadcast of a professional football 
game Thanksgiving day. The game was 
played at Fort Atkinson, Wis., and 
brought out a number of former Wis- 
consin university football stars, playing 
for the championship of southern and 
central Wisconsin, 


Honor “Football Contest” Winners 


Agents of the American Life of De- 
troit, who qualified in the “football 
contest” staged by the Michigan de- 


partment of the company under Super- 
visor Hugh VandeWalker, between 
Oct. 10 and Nov. 20, were the guests 
of the company at a football game at 
Ann Arbor and the agents and their 
wives, numbering 75, were entertained 
at a banquet in the evening. Claris 
Adams, executive vice-president, and 
Mr. VandeWalker addressed the ban- 
quet, 





Fall Contest Meeting 


The fall contest meeting of Chicago 
branches of the New York Life is to be 
held at the Edgewater Beach hotel Dec. 
20. A number of home office officials 
will attend and it is expected about 500 
agents will qualify for the evening meet- 
pa and banquet. 





White Considers Candidates 


Governor-elect White of Ohio is in 
Columbus this week and is supposed to 
be considering various candidates for 


office in his administration. Harry S. 
Conn, former superintendent of insur- 
ance under Governor Donahey, is 


spoken of quite frequently for that post 
and is understood to be receptive. W. 
C. Safford, executive vice-president of 
the American Liability & Surety of Cin- 
cinnati, could hardly afford to consider 
it, as he is making a success of his com- 
pany. H. S. Coil, of Cincinnati, for- 
merly manager of the Missouri State 
Life and a friend of Governor White, is 
understood to be a candidate. 


Fort Wayne Insurance Week 


Retirement income was the theme of 
the life insurance week sponsored by 
the Fort Wayne chamber of commerce 
directed by Manager J. B. Wiles. The 
slogan of the program was, “Where 
will you be at 65? Make pay days for 
play days through life insurance.” L. 
D. Fowler, general agent Connecticut 
Mutual Life, was general chairman. 
Much publicity was secured through 
newspaper advertisements and editorials, 
radio programs and talks at schools and 
clubs. 


Gives Correspondence Lectures 


F. E. Held, Ohio State University, 
has been engaged by the Lincoln Na- 
tional Life to give a series of 12 lec- 
tures to home office employes on busi- 
ness correspondence. 


Lustgarten Agency Expands 


The Samuel Lustgarten agency of the 
Equitable of New York in Chicago has 
been expanding so rapidly this year that 
it has been forced to take considerable 
extra space adjoining the quarters on the 
20th floor of the State Bank building. 








Missouri Valley 
State News 














Service 


Offers Clients Taxi 


Primm Agencies of Galveston Adopt 
Novel Scheme to Defeat 
Parking Problem 








The W. Rogers Primm Agencies of 
the Texas Prudential of Galveston at 
Springfield, Mo., inserted an advertise- 
ment in the daily paper there announc- 
ing that if anyone has any business with 
the Primm agencies and finds it incon- 
venient to drive his car or park it, the 
agency will send a car and chauffeur to 
take such person to the office and return 
him to his residence or his own office. 
The Primm Agencies in addition to the 
life department of which W. Rogers 
Primm is manager, have a fire and cas- 
ualty department with E. C. Parmenter, 
manager; a health and accident depart- 
ment with C. M. Streibich, manager; 
real estate and loans department with 
W. A. Lacy, manager, and a group de- 
partment with Mr. Streibich at its head. 


Calkins Forms New Agency 


The Calkins Insurance Agency has 
been formed in Kansas City. George G. 
Calkins, formerly with the National Fi- 


Selling Plans of Stars 
7 


Some questions 

make a man angry. 

Other questions 

make him think 

the way you want him 

to think. 

We prefer the latter. 

One section of 

The Diamond Life Bulletins 
has some penetrating 
questions 

which have been useful 
to a very great Underwriter 
named Clay Hamlin. 

One subscriber wrote: 

“I decided to try 

the two questions 

on page ZK 16 

on 8 prospects. 

Wrote additional 
insurance for two, and am 
confident I shall sell 

three more.” 

This was a woman. 

One idea has paid for 


her investment in 
* 
The Diamond Life Bulletins 


420 E. 4th St., Cincinnati 


Stars Are Made—Not Bom 











THE OTIS HANN COMPANYINC 


JACK ROBERTS HANN, PRES. 


333 No.MICHIGAN AVE. 


CHICAGO 








AGENCY OFFICER DESIRES POSITION 


College graduate and former Agency Officer with ten 





years’ experience conducting educational work and 

supervising agencies for one of the oldest life in-ur- 

ance companies, desires to secure executive position | 
with 


Life Insurance Company. Excellent references. Ad 


Agency Department in the Home Office a } 
| 
dress R-100, The National Underwriter. | 








Los Angeles—“Eventually” 
with Roy Ray Roberts 


The State Mutual Life has undertaken an extensive 
Program of expansion in California. The Los An- 
geles agency welcomes you and offers modern con- 
tracts in an agency using the most up-to-date 
methods. Write us about our “‘Adaptation Plans.’ 
Roy Ray Roberts, General Agent, State Mutual Life 
Assurance Company, Roosevelt Bldg., Los Angeles 














Developing!" 


is 
"een—Price $1.50. 
A1946 Insurance 


a right-to-the-point 154-page book for busy sales- 
Order from The National Underwriter, 
Exchange, Chicago. 








Sales Personality 








John A. Stevenson’s “Education and 
Philanthropy” explains the special aé- 
vantages of life insurance as a means 





of creating funds for educational and 
philanthropic needs, and which sets forth 


in detail the various life insurance plan 
that 
pose. 
tional 


are being used for this special put 
Price, $2.50. Order from The N2- 
Underwriter. 
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delity Life, will represent the Surety 
Life of Kansas City. Mr. Calkins was 
president of the Front Rank Club of 
the National Fidelity Life as the result 
of a production of $1,000,000 of paid-for 
business in ten months in 1929. He re- 
signed from that company Oct. 1 


Sets New November Record 


The Kansas City agency of the Equi- | 


table of New York wrote $4,500,000 of 


business during its annual Missouri- 
Kansas “football game” in November, 
making it the largest November in the 
history of the agency. 


Lyter at Kansas City Meeting 
F. O. Lyter, assistant superintendent 





of agents for the Connecticut Mutual, 
will talk to agents from Kansas and 
| Missouri in Kansas City Dec. 12. 














| IN THE SOUTH AND SOUTHWEST 
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Tax Revision Is Sought 





Alabama Attorney-General Says Fran- 
chise and Premi A t Pro- 
visions Are Archaic 








BIRMINGHAM, ALA., Dec. 4.— 
Strengthening of Alabama statutes im- 
posing franchise and premium taxes on 
insurance companies is recommended by 
Attorney-General McCall in his report 
to the governor. 

“Statutes dealing with loan com- 
panies, insurance companies, etc., now 
contain exemptions which render such 
statutes practically worthless to accom- 
plish a fair and just taxation of these 
concerns, the attorney-general _ re- 
ported. “As the matter stands today, 
foreign corporations loaning money on 
real estate located in Alabama, pay 
practically no franchise tax. With the 
faulty provision of our insurance pre- 
mium tax, domestic insurance companies 
pay practically no premium tax, but do 
pay a domestic franchise tax.” 

The attorney-general has_ recently 
filed suits against several life companies 
to test out the statutes. 


Oklahoma Ad Valorem Tax 
on Life Companies Upheld 


Office furniture and equipment, or 
other tangible property of foreign life 
companies, is subject to ad valorem tax, 
the same as other property in the state, 
the Oklahoma supreme court holds. The 
New York Life appealed from the judg- 
ment of the Oklahoma county district 
court, which had sustained the action 
of the county assessor in placing the 
office furniture and other equipment on 
the tax rolls on an ad valorem basis. 

Foreign companies licensed in Okla- 
homa are required to pay a fee of $200, 


$3 for each agent’s license, and 2 per- 
cent of their premium income for the 
privilege of doing business. The statute 


says this “shall be in lieu of all other 
taxes or fees.’ It was contended by 
the company that this meant there 
should be no other taxes. The court 
holds that “in lieu of all other taxes” 
sim] means the payment of the 
amounts mentioned represents the po- 
lice power of the state in permitting the 
company to do business in the state, 
and does not preclude placing an ad 
valorem tax on tangible property. This 
is t first time the question has been 
carried through the courts. 


Court to Pass on Merger 


I \CUISVILLE, Dec. 4.—Judge Lafon 
granted an injunction re- 
straining any filing of suits in opposition 
to t merger of the Kentucky State 
Life with the American Life & Acci- 
tent, both of Louisville. A petition was 
hied by W. L. Moss, president of the 
Ker ky State, asking the injunction 
and that the court review and decide 
on and all objections that have been 
tered or may be made to the sale of 
the Kentucky State to the American. 

In October the majority stockholders 
vote’ to sell its assets and business to 
D. | upton, president of the American 
Life & Accident, receiving stock of the 
\merican, which up to this time has 
been almost solely held by Mr. Lamp- 


‘ has 


ton. Certain stockholders, however, dis- 
sented and in view of this it is asked 
that the court decree the dissolution and 
settle all differences in one suit. 


Reinstatement Held Complete 


FRANKFORT, KY., Dec. 4.—In the 
case of Richardson's administratrix vs. 
Business Men’s Assurance, decided by 
the Kentucky court of appeals, the 
agent of the company, after Richard- 
son’s policy had lapsed, sent his own 
check for reinstatement, having been 
requested to do so by the assured. The 
agent wrote that if necessary he would 
get a certificate of health. The com- 
pany accepted the agent's check and 
deposited it in due course, but wrote 
the agent that a health certificate would 
be necessary. After the check was sent, 
but before the letter of the company 
was received, Richardson was killed. 
The supreme court says that acceptance 
of a check, on a condition not communi- 
cated to the assured, is a complete re- 
instatement and orders payment of the 
death benefit. 


Guaranty Trust Mutual Active 


President R. H. Porter of the Guar- 
anty Trust Mutual Life of Dallas with 
home office in the Republic Bank build- 
ing states that agency contracts are 
now being made. W. Dick Trotter is 
vice-president and agency director; J. 
J. Burnett, secretary-treasurer; O. D. 
Brundidge, general counsel, and Dr. J. 
R. Lehman, medical director. The 
company is featuring an ordinary life 
preferred risk policy with a premium 
of $20.55 at age 35. 


Detroit Life in the South 


A southern department, under the 
supervision of S. W. Lindsay and P. P. 
Phillips has been formed by the De- 
troit Life to direct the company’s activ- 
ities in Louisiana, Mississippi and Ark- 
ansas. The Hartwig Moss Insurance 
Agency, which has been a large contrib- 
utor to the company’s new _ business, 
will continue as a Detroit Life unit of 
the southern department under the di- 
rection of M. F. Hirsch. 


Reports 31 Percent Gain 


Penn Mutual production in the At- 
lanta, Ga., territory for the first 10 
months of 1931 shows a 31 percent gain, 
according to V. B. Coffin, director of 
education, who attended a_ three-day 
sales congress in Atlanta last week. Mr. 
Coffin was accompanied by James A. 
Preston of the home office. 

Radio Talks at Richmond 

Jesse A. Hood of the Equitable Life 
of New York, immediate past president 
of the Richmond Association of Life 
Underwriters, made the first of a series 
of talks over WRVA station in Rich- 
mond, Va., on life insurance. The win- 
ter program calls for a series of ten 
talks. Mr. Hood had for his subject, 
“The First Duty of Every Man.” He 
stressed the point that every man should 
see to it that his dependents are pro- 
tected with life insurance. 

Other speakers on the program with 
subjects assigned them are: Horace F. 
Sharp, Atlantic Life, “Your Business 
and Life Insurance’; G. W. Diggs, Penn 
Mutual, “The Instant Replacement of 














Wanted.... 
....a Man 


Possessing the following qualifications: 
7 AGE 35 or over, seasoned and a pro- 
ducer. 


ry THREE years of life insurance experi- 
ence. 


Must be personally acquainted with at 
least 25 life agents. 


.... to him 
we offer.... 


The Highest commission for low cost 
participating insurance. 

The services of an experienced field 
man, to help him in the field, appoint- 
ing sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, North Carolina and 
Michigan, especially Detroit. Write fully. We will not check references 
until after interview. 


Address R-38, care The National Underwriter 




















A TOWER OF STRENGTH 


1929 


New Insurance Paid For.....$ 654,451,000 
.$2,401,237,000 





Total Insurance in Force.... 


Surplus and Contingency 
Reserve ......... 


72,807,000 
495,390,000 


568,197,000 


Total Liabilities ............ 
Assets .. 


ee 8662690060696 6 2 eo 8 864.88 


Average rate of interest earned 
on invested assets...........7.02 per cent 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 


























THE 


GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Ni ATION: AL 





Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 

Longer renewals 

Larger overwriting commissions 

All standard forms of policies (Participating and 
Non-Participating) 

Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort to 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidential. 











625,852 Prospects 


received advertising letters 
in first nine months of 1930 


$36,210,101 of Business 


sold on lives of “‘advertised”’ 
prospects in same period. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 


























IT CONCERNS 
GENERAL 
AGENCIES 
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Shrinkage by Life Insurance”; Wilson 
Brooks, Sun Life, “Life Insurance as a 
Profession”; Dr. F. P. Righter, Atlantic 
Life, “Yourself and Your Old Man”; 
J. E. Woodward, Travelers, “How to 
Acquire Through Life Insurance”; E. 
H. Perkins, Provident Mutual, “Life In- 
surance and Your Credit.” 





Twitty Assumes Duties 


R. J. Twitty has taken over his duties 
as Georgia general agent of the Man- 
hattan Life with Atlanta headquarters. 
Mr. Twitty has been at the home office 
for 14 years. He is a native of Georgia, 
formerly living at Macon. 





Regional Meeting Held 


The New England Mutual Life held 
a regional meeting in Atlanta this week. 
President G. W. Smith, H. M. Frost, 
associate medical director, C. F. Collins, 
assistant superintendent of agencies, and 
G. L. Hunt, president of the General 


Agents Association, attended. On its 
way south the party stopped in Phila- 
delphia and had a luncheon meeting 


with the Smalley & Moore agency. 

A feature of the social side of the 
meeting was a golf match in which Mr 
Smith played with “Bobby” Jones, ¢ 
champion, 





Sterling National Incorporates 

The Sterling National Life of Silver 
Hill., Ala., has been incorporated. Cap- 
ital is $150,000, paid in. Incorporators 
are Dr. O. F. E. Winberg, Emilie and 
A. N. Hayselden, Agnes Utter, Elvera 
Armstrong, E. T. Teter, L. A. Magne, 
and Carl A. Swanstrom. 





Republic Life Licensed 
The Republic Life of Oklahoma City 


has been licensed by Commissioner 
Read. The company operates ae the 
stipulated premium basis. B. F. Biggers 
is president and Jewell Parsons, secre- 





tary. 








PACIFIC COAST 


AND MOUNTAIN 














Utah Managers Adopt Pact 


New A iati Opp “Twisting,” 
Proselyting in Agencies—Organiza- 
tion Now Functioning Well 








The Utah Life Managers Association 
held a meeting at Salt Lake City at 
which was adopted a declaration of 
principles. This group which was 
formed in September, has held several 
satisfactory meetings and is now well 
organized to function in the territory. 
The officers are: President, P. R. Green, 
Aetna Life; vice-president, W. M. 
Jones, Business Men’s Assurance; secre- 
tary-treasurer, R. W. Anderson, Sun 
Life. These with the following consti- 
tute the executive committee: F. W. 
Persons, general agent Northwestern 
Mutual; J. H. Russell, manager Metro- 
politan; L. H. Stohr, agency director 
New York Life and W. G. Hunter, 
general agent Kansas City Life. 

The statement of principles relates 
that the interests of the public and all 
others concerned are best served by fol- 
lowing only methods and principles cal- 
culated to maintain existing legal re- 
serve life policies in the companies in 
which they are written, to maintain ex- 
isting agency organizations and uphold 
the standing of all licensed legal re- 
serve companies. The signers agree to 
put forth their best efforts toward con- 
tinuance in force of legal reserve poli- 
cies, to adhere strictly to truth in all 
statements and advertising matter and 
to forbid the use by agents of any mis- 
leading, unfair or disparaging compari- 
sons or statements; to discourage the 
transfer of agents from one company 
to another, not to employ agents under 
contract with other companies or to 
accept business from such agents or 
otherwise negotiate without first com- 
municating with the heads of the other 
agencies. 


Shapro 100 Percent Ahead 


San Francisco offices of the Penn Mu- 
tual Life under Ben F. Shapro, general 
agent, show a 100 percent increase in 
paid business for November over No- 
vember, 1929. Mr. Shapro is also first 
in the company’s campaign for the ac- 
quisition of new agency material as re- 
gards the number of new producers 
developed from the new members of 
the agency. His quota in the campaign 
was 12 new producing agents, while 15 
have been secured who have already 
produced paid business. 





Foster on Coast Tour 
George F. Foster, superintendent of 
agencies of the Union Mutual Life, is 
making a tour of the Coast agencies and 
making his headquarters at the San 
Francisco agency. 


Form New Portland Company 





W. E. Hibbard and Asssociates Launch 
Union States Life with Strong 


Financial Backing 





A group of prominent financiers and 
bankers of the Pacific Northwest have 
organized the Union States Life oi 
Portland, Ore. The entire capital has 
been subscribed by the Capitol Under- 
writers Corporation, organized in 120 
by W. E. Hibbard and associates. For 
the past ten years it has been Oregon 
general agent for the Capitol Life 
Denver, and has been for some time the 
company’s leading agency. 

Mr. Hibbard, who is president of the 
Capitol Underwriters Corporation, went 
to Oregon in 1909 from Missouri to 
engage in the life insurance business, 
and for many years it has been his am- 
bition to organize a life company on 
the Pacific Coast. He becomes execu- 
tive vice-president of the Union States 
Life, and announcement will soon be 
made of the election of an outstanding 


Oregon financier as president of the 
new company. 
Definite assurance is given that the 


present arrangement will continue over 
a period of years, control of the new 
company being centered in the holding 
company. 


Directors Are Announced 


Of the 25 directors to be elected, 12 
have already been chosen. In addition 
to Mr. Hibbard, they are: D. C. Latou 
rette, for 45 years president First Na- 
tional Bank, Oregon City; H. E 
Hollowell, formerly cashier of the same 


bank; F. V. Miller, vice- pone, and 
cashier Commercial National ank, 
Lakeview, Ore.; T. A. Connolly, prom- 


inent stock man and banker, Maupin, 


Ore.; F. W. Kaiser, Oregon City, vice- 
president Capitol Underwriters  Cor- 
poration; H. W. Bertuleit, Portland, 


secretary of that company; F. K. Baker 
Oregon City, agency superintendent of 
F 


the holding company; N. . Reed, 
druggist, Burns, Ore.; Dr. C. L 
Blakely, prominent physician, Baker; 
Dr. W. R. Adams, Portland, formerly 


of Medford, Ore., who is medical direc- 
tor of the new company, and Albert 
Bernert, Willamette. Ore., owner and 
operator of a number of Willam 
river boats. Many of these men have 
served on the board of the holding com- 
pany for many years. 


Capital $100,000, Surplus $300,000 


While the Union States Life is capi 
talized for $100,000 with $300,000 sur- 
plus, the management announces ‘hat 
the capital will be increased from time 
to time to provide for expansion, and 





that the Capitol Underwriters Corpora- 
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tion will provide funds for all capital 
increases. 

The authorized issue of the Capitol 
Underwriters Corporation was  over- 
subscribed by $35,000 Nov. 7, and the 
new issue is now being offered. Suffi- 
cient funds are now assured to enable 
the Union States Life to start writing 
business, and this will be done as soon 
as Coates & Herfurth, San Francisco 
and Los Angeles actuaries, can complete 
preparation of its policies. The company 
will not be handicapped in the writing 
of large policies, as satisfactory rein- 
surance arrangements have been made. 


Feinblum in Los Angeles 


William Feinblum, Hartford, has 
joined Coates & Herfurth, consulting 
actuaries, and will make his headquar- 
ters in its Los Angeles office. Mr. Fein- 
blum has disposed of his private ac- 
counting practice in Hartford, where he 
specialized in systems and audits for in- 





surance companies, and will devote him- 
self to similar work on the Pacific 
Coast. He was formerly with the Con- 
necticut department as an examiner. 





Becomes Washington National 


In order to avoid confusion with a 
Salt Lake City company of similar 
name, the Pacific National Life, being 
organized in Seattle by R. W. Dale, 
former manager there for the American 
National of Galveston, has changed its 
name to the Washington National Life 
and the holding company will be the 
Washington National Insurance Asso- 
ciates. The change in name has been 
approved by the insurance departments 
for the various Coast states in which 
the company expects to operate. F. F. 
McGinnis, former president of the Agri- 
cultural Life at Bay City, Mich., will 
be an official of the Washington Na- 
tional. 








ACCIDENT AND HEALTH FIELD 














Policy Form Competition Hit 





Accident Field Is Not Overcrowded, 
S. M. Lamont Tells Accident 
Health Underwriters Club 





NEW YORK, Dec. 4—If the usual 
form of accident policy is not revised 
so that it specifically excludes acci- 
dentally contracted disease it may be 
impossible to make such an exclusion 
later on, if state courts, following prece- 
dents already established on the basis 
of the present wording, build up a 
series of decisions to the effect that 
an accident policy includes accidentally 
contracted diseases. Such a situation 
would make the writing of accident 
policies virtually impossible. 

This fact was brought out by S. M. 
Lamont, third vice-president Metro- 
politan Life, in charge of accident and 
health, in an address before the Acci- 
dent & Health Underwriters Club here. 

Obviously, he said, accident insur- 
ance was not meant to cover such cases 
as that of a man who died of typhoid 
fever because he accidentally used the 
wrong tap from which to obtain water, 
but the courts seem inclined to hold 
that if insuring companies had wished 
to except such causes of death they 
could have done so. 

Mr. Lamont also discussed the con- 
fusion arising from the multiplicity of 


policy forms, suggesting that the acci- | 
dent policy has become the weather- | 


cock of competition. In checking over 
Ti NATIONAL UNDERWRITER “Time 
Saver,” he said he found that 37 com- 
panies had reported policy changes in- 
volving 66 policies in two months. He 
advised less attention to competitive 
features of policies, as the accident field 
is not overcrowded and competition is 
unduly stressed. 








Keith Production Manager 


Takes Charge of Accident in Several 
States for United Pacific Casualty 
of Seattle 








SEATTLE, WASH., Dec. 4.—T. A. 
Keith, known throughout the United 
States through his connection with the 
Aetna Life’s accident department in an 
educational capacity involving country- 
wide traveling, has been appointed pro- 
duction manager of the accident de- 
partment of the United Pacific Casualty 
of this city. Mr. Keith had a novel 
entrance into insurance. In 1907 he 
went to China for an importing and 
exporting house which failed and left 
him stranded there. The only job he 
could find was insurance and he sold 
life insurance to Chinese government 
officials, Europeans and Americans for 
three years in the Orient. He traveled 
through the interior of China and dis- 
tant points in Manchuria. 

Mr. Keith returned to the United 
States and became one of the leading 
accident producers. He is the author of 
sales manuals which have had wide dis- 
tribution and his sales talks have been 
reproduced on phonograph records and 
nationally distributed. Since his return 
to this country in 1910 he has held sev- 
eral important executive posts with in- 
surance companies and for the last two 
years has operated his own insurance 
business at Portland, Ore. 

His appointment now takes him to 
the Seattle home office of the United 
Pacific where he will take charge of 
accident production in western Canada, 
Idaho, Oregon and California. 

The United Pacific Casualty is one 
of three companies in the United group 
controlled by the United National Cor- 
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The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 
him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn't this merely natural and 


Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. THe Mutua Lire InsuraNcE ComPANY OF New YorK affords such 
conditions to its field workers, Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 


Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


of New York 


New York, N. Y. 
GEORGE K. SARGENT 
ice- Presiden 


tce- t 
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poration. The company recently has 
extended its activities into California, 
opening branch offices at San Francisco 
and Los Angeles. 
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Hull Speaks on Depression 





National Association Man Tells Wheel- 
ing Group Morbid Croaking Is 
Chief Trouble Now 





Morbid croaking about business and 
not the actual business condition, is a 
major factor in the present world and 
national depression, R. B. Hull, man- 
aging director National Association of 
Life Underwriters, said at a dinner 
meeting of the Wheeling (W. Va.) 
Life Underwriters Association. About 
60 attended, the main purpose being to 
arrange for reorganization or expansion 
of the association. Mr. Hull said he 
has traveled 25,000 miles since Jan. 1, 
has found depression general, and has 
come to the conclusion that the great- 
est problem is to combat the conviction 
of business men that business is below 
normal. 

“I am an optimist,” he said. “I do 
not say that there is nothing wrong 
with the business world today; there is 
a great deal wrong. But, too, much is 
right. We should emphasize that which 
is right, and face the wrong courage- 
ously. Tremendous uplift generally 
will result.” 

R. B. Naylor, past president Wheel- 
ing association, was toastmaster. Mr. 
Hull called on the assemblage to stand 
in silence as a tribute to W. J. Williams, 
president Western & Southern Life, 
Cincinnati, who died at Baltimore. Mr. 
Hull said there are now 200,000 agents 
at work in’ the United States. He told 
of steps taken by the National associ- 
ation to combat “twisting.” 


Miss Reshe le Main Speaker 


Gives Prospecting Hints at November 
Meeting of Philadelphia Association 
—Hart Specialist Speaks 








Miss Alice Roche gave a valuable talk 
on “Prospecting” at the second of six 
talks to be made on “Making the Sale” 
before the Philadelphia association. 

“The fact that 90 percent of the in- 
surance agents of this country are earn- 
ing less than $200 a month in first year 
commissions, and the further fact that 
approximately 85 percent of the life 
underwriters are placing only 15 percent 
of the business, is due in large part to 
incorrect prospecting methods,” she 
said. “A man to be a prospect should be 
one with whom we can agreeably deal. 
Another fact which too many underwrit- 
ers are neglecting to realize is the sense- 
less and wasteful competition in the 
business. Would a lawyer or physician 
continue to solicit the clients of an as- 
sociate?” : 

Dr. S. Smith, heart specialist, gave 
suggestions on how to handle heart 
cases. He said that many heart dis- 
orders could be held in check, or per- 
haps corrected, if the trouble is discov- 
ered and proper precautions are taken. 
Another speaker was Lud Wray, head 
coach University of Pennsylvania foot- 
ball team. 

* * * 


Hold First Nebraska State 
Meet at Grand Island Dec. 6 





The first annual conference of Ne- 
braska life underwriters will be held 
under the auspices of the newly-organ- 
ized state association at Grand Island, 
Dec. 6. Morning and afternoon sessions 
are scheduled. The principal addresses 
will be made by Commissioner Dort of 
Nebraska, W. W. Winne, general agent 
Connecticut Mutual at Denver; Frank- 
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lin Mann, general agent at Omaha of 
the Northwesteri, Mutual and president 
of the managers’ association of Omaha; 


and A. H. Kollenberg, with the Mutual 
Jenefit at Grand Rapids, Mich. Mr. 
Winne will speak twice, on “Life In- 


surance and Thrift” and “Value of As- 
sociation Membership,” and Mr. Kollen- 
berg on “Business Insurance.” 

Mayor Abbott will give the welcom- 


ing address and the response will be 
by President W. H. Logan, general 
agent of the Peoria Life at Lincoln. 


Reports will be subnfitted by the presi- 
dents of the five local 
Frank B. Summers, Omaha; Walter 
Whitburn, Lincoln; Frank Kohl, Hast- 
ings; J. J. Boasen, Kearney, and George 


associations: 


Cowton, Grand Island. President Lo- 
gan expects that at least 200 will at- 
tend, all active life men in the state be- 
ing invited. 
* * ok 

New York City.—The December din- 
ner meeting of the New York City Asso- 
ciation will be New York University 
night, with both speakers from that in- 
stitution’s faculty and the entertain- 
ment by the N. Y. U. The speakers will 


director of the 
who will 
7” and A. 
training 
will be 


be James Elton Bragg, 
life insurance training course, 
talk on “What Price Success 
R Allen, a member of the 
faculty, whose subject 
Points from Recent 
*x* * * 

Oxden, Utah.—-W. C. Stewart, New 
York Life, was elected president of the 
Ogden association at the annual meeting. 
Le Roy Malin, Penn Mutual, was chosen 
vice-president, and George W. Breon, 
’rudential, secretary. William Ludden, 
Penn Mutual, is the retiring president. 
W. D. Brown of the Salt Lake City dis- 
trict of the Prudential spoke at the 
meeting on “Life Insurance as an In- 
vestment.” 


course 


“Sales Cases. 


. 2: 

Cedar Rapids, Ia.—Cedar Rapids asso- 
ciation gave a dinner to honor Col. C. B. 
Robbins, president of the Cedar Rapids 
Life, on his election as president of the 
American Life Convention Members of 
the Cedar Rapids association, their wives 
and friends were the guests, 

Colonel Robbins was introduced by 
Ernest R, Moore, former lieutenant gov- 
ernor of Iowa and treasurer of the 
Cedar Rapids Life He sketched the 
history of the American Life Convention 
and gave some of his early experiences 
in the life insurance business, paying 


tribute to the associations of life insur- 
ance underwriters for what they have 
done in raising the level of the life in- 
surance business. 

= =. 

Philedalphia—W ith more than 100 
new members already elected this year, 
the Philadelphia association is expect- 
ing the largest attendance in its his- 
tory at its dinner-meeting Dec. 9. The 
meeting will be a combination pleasure 
and business affair, it being the annual 
Christmas party. 

Irving Bendiner, New York Life, will 
talk on “The Approach,” the third ad- 
dress in the “Making the Sale” series. 

* * 4 
Southwest Texas—The Southwest 


Texas association, meeting Dec. 1 at San 
Antonio, had as its speaker B. W. Hart- 
ley, city superintendent of schools. R. 
A. Hittson, president of the Texas 
ciation, outlined a plan for a series of 
four regional meeting on four succes- 


asso- 








sive days in Abilene, Dallas, Houston 
and San Antonio, to be addressed by 
Dr. S. S. Huebner and George E. Lackey, 
Oklahoma City, national president. The 
meetings will be held in April. 

Mr. Hittson suggested that that steps 
be taken to secure legislation neces- 
sary for the protection of the public 
against irresponsible insurance organi- 
zations. 

x * * 
0.—Seventy-five attended the 
the Dayton association, at 
Jaqua, associate editor of 
the Diamond Life Bulletins, spoke on 
“Life Insurance as Property.” Cincin- 
nati, Middletown, Bellefontaine and 
other cities were represented. 

The Dayton association is busy with 
plans for a two-day school to be con- 
ducted in cooperation with the National 
association. J. E. Bragg and Ashton 
Allyn will be the instructors and more 
than 50 are expected to enroll. Mr. 
Bragg will address a forum meeting of 
the Dayton chamber of commerce during 
his stay here. 


Dayton, 
meeting of 
which A. R. 


* * * 


Newark—An elaborate program has 


been arranged for the joint meeting of 
the Newark association and the club 
women of northern New Jersey Dec. 8, 
to which more than 400 club women 
have been invited. The principal speak- 
ers will be R. B. Hull, managing direc- 


tor National association, on “Unemploy- 





ment and Economic Conditions of the 
Country”; Mrs. W. 8S. Pritchard, director 
of the women’s division of the National 
association, on “Women and Life Insur- 
ance”; Miss Alice Lakey, insurance ad- 
visor of the Federation of Women's 
Clubs; George E. Lackey, president Na- 
tional association, and Mrs. M. Caswell 
Heine, president of the New Jersey State 
Federation of Women’s Clubs. 
*x* * * 

Asheville, N. C.—The Asheville 
ciation has drafted an agents’ qualifica- 
tion law which it will try to get passed 
at the next legislative session in Jan- 
uary. 


asso- 





* * * 

Des Moines—W. W. Jaeger, vice-presi- 
dent and director of agencies for the 
Bankers Life of Des Moines, will speak 
on “Common Sense in Salesmanship,” at 
the Dec. 6 meeting of the Des Moines 
association. Entertainment will be fur- 
nished by the Des Moines Life & An- 
nuity “Yellow Jackets” band. 

* * * 

Cleveland—aAt the next meeting of the 
Cleveland association Dec. 12 officers will 
be elected for the ensuing year. Abner 
Thorp, Jr., editor of the Diamond Life 
Bulletins, will speak on “Life Insurance 
and Investments.” 

The industrial group of the Cleveland 
association held its regular meeting Dec. 
1 with a good attendance. 
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| New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
| Policy Literature. Rate Books, etc. Supplementing the “Unique Manual- 
| Digest’ and “Little Gem,” Published Annually in May and April respectively. 
| PRICE, $4.00 and $2.00 respectively. 

















Enters Family Income Field 


Security Mutual of Binghamton Now 
Issuing Contract With 12 Percent 
Income, Endowing at 80 


The Security Mutual of Binghamton 
is now issuing a family income contract 
similar to many others which have ap- 
peared on the market this year, save 
that it is an endowment at 80, relieving 
assured from paying premiums in ex- 
treme old age and giving him a lump 
sum on which to live after he becomes 
four score. This policy, which is simi- 
lar to others of the kind, provides the 
monthly income of 1 percent of the face, 
or 12 percent a year, this privilege ex- 
piring with the 20th anniversary, when 
the face in full is paid to the beneficiary. 

One year term additions may be ob- 
tained through use of dividends and for 
this no physical examination is required, 
if provision is made with application, but 
otherwise examination must be fur- 
nished. 

The company states by obtaining one 
year term additions this policy provides 
a complete program for the average 
man with greatest protection while his 


children are young. <A _ $10,000 policy 
taken at age 35 if insured dies in the 
fifth policy year the company states 


would provide a cleanup fund of $4,600, 





established by using dividends on the 
1930 scale for one year term addition; a 
monthly income for widow until chil- 
dren are grown and educated and $100 
a month for 15 years plus 15 annual 
dividends of $150, and a cash settlement 
of $10,000 to widow at the end of the 
period, or a total of $34,850. Limits are 
$5,000 to $25,000. Disability income and 
waiver of premium will be granted on 
men and women, ages 21 to 55 inclusive, 
and double indemnity will be written. 


Business Men’s Special Out 


Provident Life & Accident Issues a 
New Form of Contract With Some 
Investment Features 


The Provident Life & Accident of 
Chattanooga has gotten out the “busi- 
ness men’s special.” It is a level pre- 
mium policy, running to age 55 but may 
be converted at or before age 60 into 
any regular form. Conversion may be 
either as of the original date of issue 
with full credit for premiums paid up 
to that date or there is a guaranteed 
annual credit which will be allowed on 
conversion at attained age. The policy- 
holder can invest not less than $10 on 
the policy anniversary, the company 
guaranteeing 3% percent but is now al- 
lowing 5 percent compound interest. The 





company states that the low level rate 
with conversion privileges without 
medical examination at age 60 will ap- 
peal to those who need all the protec. 
tion they can buy but hope through in- 
creased earnings to convert their poli- 
cies into a more permanent form at a 
later date, or possibly convert a part of 
it at regularly yearly intervals. 

The company says: “There are many 
prospects who have the money today 
to pay for maximum protection but who 
are fearful as to business conditions 
within the next few years. This plan 
will permit such to buy maximum pro- 
tection, laying aside the necessary 
amount of money for conversion. It will 
also take care of them when they would 
otherwise be dependent. If a policy- 


holder finds himself unable to meet the 
premiums the second year. or any year 
thereafter, he has his investment feature 
to fall back upon to pay his premium or 
to use in any way he may see fit.” 





Issue New Retirement Bond 


Pacific Mutual Adds Contract Maturing 
at Age 55 to Series of 
These Forms 


_ The Pacific Mutual has broadened its 
line of retirement income bonds, which 
formerly included four maturing at 
ages 40, 50, 60 and 70, added to some 
months ago by one maturing at age 65 
by still another maturing at age 55. 
These bonds carry graded death benefits 
which are the same for the participat- 
ing and non-participating forms. In the 
latest contract these are for the first, 
third, fifth, 10th, 15th and 20th years, re- 
spectively: Age 20—$24, $75, $129, $283, 
$465 and $681; age 30—$41, $128, $221, 
$484, $796, $1,167; age 40—$83, $259, 
$977, $1,607, $2,355; age 50—$300, 
$931, $1,607, $3,515, $5,782. 

Cash values also are given, which for 
the fifth and subsequent years are iden- 
tical with the death benefits. For the 
third and fourth years, respectively, 
these are: Age 20—$62 and $97; age 30— 
$107 and $165; age 40—$215 and $334; 
age 50—$774 and $1,200. 

Rates at representative ages are: 












—Par ——Non-Par—— 
Age Prem. With Dis. Prem. With Dis 
20 $ 27.24 $ 29.98 $ 25.14 § 27.85 
25 35.18 38.26 32.48 35.52 
30 46.64 0.14 43.05 46.50 
35 64.23 68.32 59.29 63.31 
40 94.14 99.08 86.90 91.7 
45 154.83 161.06 142.92 148.98 
50 338.72 347.2% 312.66 320.86 
Connecticut Mutual 
The Connecticut Mutual is the third 
great eastern company to enter the 
family income field. Unlike many, the 
form ts issued as an agreement rider 
in connection with any new policy, 
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“i | Novel Sales Plan Used S ful Eocey ae oy a re 
oul ect because life insurance agents wouk 
fi ms ove ales an se uccessru ly bother him to death. He gave a plain ° 
> . exposition of the functions of life in- F F ¢ 
year by Small New Western Company in surance and its application to farmers’ acts, igures 
ture ee = = problems, gaining interested hearers A and a 
n or Writing Rural Business Is Explained through the fact that no attempt was 
"” made to sell life insurance at these I ‘ ti 
\ man stood before ic | Ze , = , meetings. nspira 10ns 
ine “ann ‘ ood before a microp 1one of | was made after a survey which he one. 
a S, the Prairie Farmer” radio sta- | ducted two years ago, disclosing, he Large Attendance Is 
21.02 tion in Chicago, Dec. 3 last year, de-| says, that 40 percent of farmers who| Recorded at Meetings Fred S. Goldstandt, Equitable Life of 
+ . livering an address on life insurance are members of farm bureaus carry no The meetings themselves were an in- | New York million dollar producer, has 
strongly reminiscent of Billy Sunday’s | life insurance. This is the backbone novation in life insurance sales meth- | printed on the back of all his personal 
evangelistic methods. : of the campaign. It is now generally ods. One drew an attendance of 1,200. | checks, in red ink, a few lines calling 
Out over Illinois that night many | recognized that despite the agricultural | They were given more or less under | attention to the value of saving pennies 
»nd groups of farmers and townspeople had | depression farm business is the best.] the auspices of farmers’ organizations. | for an annuity for old age. The en- 
gathered at social affairs which came It has been noted this year that com-]| Mr, Williams and his general agents | dorser signing his name, must read and 
ring to a chmax with the radio talk. Within panies and agencies doing a large part | arranged for presentation of playlets by | reflect on the sentiment. And it has 
30 minutes after the talk was ended] of their business in the country have highschools. There were other enter- | brought Mr. Goldstandt business 
with an exhortation to telegraph appli- | not suffered so much as others from | tainment features. For the disserta- ‘es 6 
cations for insurance in care of WLS, the general business depression. Also, tion on life insurance Mr. Williams When you put it before them put 
telegrams pledging $1,900,000 had been] heavy lapse from the stock crash] asked only an hour. Names and ad- th bef it-—-The Littlé Think 
1 its received in Chicago, all on annual basis | scarcely affected farm business. dresses of those attending were taken —— See © a dine — 
hich for which checks in full had been given. Farmers all over the middle west were | and after the meetings the company’s oe Me 
at Makes Unusual Record exercised when the Country Life’s drive | agents started on a systematic canvass | maat penne San all he had to the 
ome in Its Early Production was started over the challenging state- | according to a prepared plan rpmans oe. ane 
» 65 side ; ment made by Mr. Williams in many “Our plan demands that agents fol Fine What did he leave 
55. This is merely one of many high-| addresses at mass meetings, all to the | low our prepared method of presenta Pwelve children Ex, 
efits lights in the unusually effective sales | effect that the average farmer is a] tion,” Mr. Williams says. “For that * * * 
methods of L. A. Williams, executive | “hick.”” The subject of the address was] reason we do not want anvone who Modern Life Insurance has done 
manager of the Country Life of Chicago, | “The Passing of the Hick.” knows anything about life insurance. | more to _ mpeg | than all the 
a company organized Dec. 31, 1928, par- le have 1.300 agente lies tiene dreams of financiers or the constructive 
ticularty to write rural business. Since Shakes Commenceey of boty magne henner a acts of statesmen. Life insurance en 
that time this company has been un- Farmers by —— on the eubiect of fife insurance "They | ables us to realize our moral responsi- 
ostentatiously making life insurance his- “You dress like the city man, you] ,now only our methods ‘ “ | bilities and provides a way for us to ful- 
tory for consistent large paid produc- | drive the same make of car, you live ; fill that obligation. It helps people to 
tion of a small new western company. | in a nice house,” Mr. Williams said, Company Pays Small do the things they should do and to 
These results were forecast by the | “but you're a hick just the same Commission to Agents make sure that their plans will be car- 
for first month’s operations after the com- | mental hick. You look to the govern- “They are the most loyal staff in the |"#¢d out—Pan-American Reviw. 
den- pany wrote its first policy Feb. 1, 1929, | ment to give you farm relief. It can't] world. Although it is not required, we 
the by the receipt of $300,000 premiums in| be done. You've got to work it out | have filed our entire list of agents with “We believe the general theory in life 




















ely, the first 30 days. In 11 months the | yourself. And all the time you're cry-| the insurance department. Anyone is | insurance that the commission is paid 
30— company had $19,500,000 paid business | ing for farm relief you're neglecting to | at liberty to inspect this list. Although | for proselyting, for educating the pub- 
334; on the books. Paid production this | provide relief in your own home. we pay our part-timers only 30 percent | lic, and that therefore the company 
October was $5,500,000. At the pres- Many country newspapers took up the top commission and our whole-timers | should not be expected to lend much 
ent rate the company will pay for ap- | challenge editorially pro and con. only 45 percent, we do not fear losing | of a hand in this respect, is wrong. 
— proximately $22,000,000 this year. It In his address Mr. Williams stated any of them. They are sold on the | Therefore we started out on the basis 
has about $32,000,000 in force. that he did not care whether anybody | company and our methods. What does | of paving the way for the agent as much 

Survey Shows Farmers liked what he said or nat, _ ow oy os 75 percent commission mean to the as possible in his community. 
Not Sufficiently Covered ers were going to get P _— eo oe agent if he sells only a little business? “The greatest trouble an agent expe- 
3 M Willi > decisi , om He ~~ SS ae te ———e to get Thirty percent is really a better rate | riences is in finding prospects Many 
8.98 : 2 illiams’ decision to go into in ormation about life — put was | if through the company’s methods he is agents can sell insurance it they have 
§ ural business more or less exclusively | afraid to indicate interest in the sub-| enabled to sell a great deal. definite persons to see who can afford 

“The Beginning of Definiteness 

hird Means the End of Confusion’’—Clay Hamlin 


f- “Net Results - - | 
the True Measure of Progress!’ 


" The theme of the joint meeting of the Association of Life 
Agency Officers and the Life Insurance Sales Research Bureau 
is well selected. Discussion of it will prove intensely interest- 
ing and immensely valuable to the institution of Life Insurance. 










Start the New Year with the 


DALLWIG RECORD: 


The Guardian applies this measure to its own progress.* 


*Jast year, The ng gain in Size of 
ordinary life insurance in force was Outfit ‘ 
11.6% of its total in force at the be- Overall we rf game with the right kind of 
ginning of 1929—the third highest 934x124 ecord an Ny iminate uncertainty and worry 
ratio among the leading companics n your wor 
writing only ordinary insurance. On account of its Simplicity, Completeness 
and Ready Information on all policies in 
force, including premium due dates, record 
Capacity of Binder of policy, etc., many lapses are prevented. 
HE (WsUARDIAN 3 LIFE _ | 1000 Record steers 


CUT HERE—MAIL NOW 


P. G. DALLWIG, INC., ONE LA SALLE ST., CHICAGO. 
Please send illustrated booklet describing the Dallwig Record 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
50 UNION SQUARE - + NEW YORK CITY 



































THE NATIONAL UNDERWRITER 


December 5, 1920 











Front Wheel Drive— 


The value to an automobile of the front wheel drive is well 
known—its value to a salesman is not so well known. A company 
that pulls its men along instead of pushing them offers a front wheel 
drive for their salesmanship. Fidelity is such a company. 

Its lead service and Low Rate policies make selling easier. It 
offers a live-and-let-live contract backed by more than half a century 
of fair dealing. It is financially solid and operates in thirty-nine 
states, including New York, on a full level net premium basis. It has 
over $422,000,000 insurance in force. 


A front wheel drive company that pulls rather than pushes. 
Openings available for the right men. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 











E. have an especially attractive Agency Con- 
tract to offer real producers between now 


and January Ist, 1931. 


Middle West Territory — Liberal Policy Contracts — 
Standard and Sub-Standard — Medical and Non-Medical 


Special Features 


ARE YOU INTERESTED? 


Address R-74 - The National Underwriter 

















HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, 
Chairman of the Board 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 


James A. Fulton, 
President 
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to buy life insurance. Our agents never 
want for prospects.” 

That there is a fine class of business 
to be obtained by this method is testified 
by the fact that the first $12,000,000 sold 
by the Country Life had only a 2 per- 
cent lapse going into the second year, 
and it went through the drought period 
this year with only a 4 percent lapse 
rate. The first $12,000,000 was sold en- 
tirely on the annual plan, checks being 
obtained with all applications. 

Mr. Williams says there must be 
something wrong with general methods 
in life insurance selling if in 240 com- 
panies in this country the average re- 
newal cost is 23 percent and distribu- 
tion cost is 75 percent. He says a life 
company can perform these functions 
for less money and the Country Life is 
doing so. 


Financial Condition Is 
Growing Rapidly Stronger 


The company started with $100,000 
capital and $25,000 surplus. Neither has 
been touched. The surplus will be con- 
siderably increased at the end of this 
year, it is said. The company last year 
averaged 4.9 percent on its investments, 
and this year expects to do better. 

An Illinois farmer became an agent 
for the company and in his first year 
paid for $1,000,000. The officers freely 
admit that in spite of his fine standing 
in the community, his large circle of 
friends and general confidence in him, 
if he had started in the ordinary way 
with the average company, with no def- 
inite canvassing plan and little prepara- 
tion for him, he probably would not 
have sold more than $100,000. 

Mr. Williams says the old antipathy 
to the “life insurance agent” is largely 
due to lack of public relations work of 
the right sort, and also to the fact that 
agents in the past have had an attitude 


of withholding information about life 
insurance which the public wanted. He 
said prospects virtually have had to 


drag this information out of agents in 
interviews and the public always has 
sensed this reluctance. Mr. Williams 
believes in meeting objections directly 
and frankly, rather than to ignore them. 
He says life insurance agents have come 
to be looked on as “pests” largely be- 
cause of “dubs” who solicited it the 
wrong way for years. 


Believe in Having 
Many General Agents 


He believes in having a large number 
of general agents in a territory rather 
than to turn it over to one or two men 
who will not be able to develop it in- 
tensively. For that reason the Coun- 
try Life has in Illinois 94 general agents 
and some 1,300 agents. He says the 
average company binds itself by its pres- 
ent policy of only a few general agents 
in a territory and can do practically 
nothing when it is discovered more busi- 
ness could be obtained from the section. 

The Country Life general agents met 
recently at Bloomington, Ill., for a con- 
ference, 88 attending, and all at their 
own expense. The company has a simi- 
lar policy in respect to its sales schools 
and genéral agency meetings. The 
agents pay their own way. 


International Travelers 


The International Travelers Assurance 
of Dallas is preparing a new rate book 
and will introduce some new policies 
about the first of the year. 








ARE YOU THE MAN FOR 
DULUTH, MINNESOTA? 


A midwestern, full level premium, mu- 
tual company with well over a million of 
business in force in Duluth has for the 
right man an opportunity that is “‘one of 
a lifetime.” 

A managerial position on salary and 
commission basis is open, and inquiries 
from aggressive, experienced and capable 
life insurance men will be carefully read 
by an officer of the Company. 

Our own organization knows of this ad, 
and your letter will be held in strictest 
confidence. Box S-6, The National Under- 
writer. 




















NEWSO OF LIFE POLICIES 


Surrender 








New Po Policies, Ste Panton hon, Dividends, 
Values and all ao in Policy Literature, Rate 
Books, etc. plementing the “Unique Manual- 
Digest.” published annually in May at $4.00 and the 
“Little Gem” published annually in April at $2.00 

















(CONTINUED FROM PAGE 22) 


either life or endowment. An outstand- 
ing feature is that cash values remain 
the same, there being no reduction at 
any time. The rider is issued on ten, 
15 or 20 year plans. Premiums, which 
are comparatively small, will be merged 
with the regular life premium on the 


premium notice. The ten-year agre: 
ment requires payment of only eight 
premiums; the 15-year, 13, and the 20 
year, 18. Additional premiums are: 
10 Yr. 15 Yr. 20 ¥ 
TET Ee ee $ 2.60 $ 3.93 $ 5.1 
RINDI 2.81 4.20 5 
inne 2.92 4.37 5 
ect 3.17 4.93 6 
annie 3.92 6.27 9.1 
ascii 5.38 8.83 13.1 
pS Hi 7.77 12.89 19 
a hpeeak ited 11.44 19.10 “e 
ss Ostet es 17.04 sien 





Issues Family Income Form 


and Rules Governing State 
Mutual’s New Contract Are 


Made Public 


Rates 





The family income policy just an- 
nounced by the State Mutual of Wor- 
cester is based on the whole life with 
decreasing term plan which recent! 
was placed on the market by some other 
companies as a competitive method of 
attaining the same results as the fami! 
income form originated by the Conti- 
nental American of Delaware and based 
on a decreasing annuity. The Stat 
Mutual is issuing on 10, 15 or 20 year 
basis and at the end of the stated period 
the premiums become those of the 
whole life policy. Only preferred male 
risks are eligible, between ages 20 to 
55 inclusive on the 10 year period plan 


20 to 50 for the 15 year period and 20 
to 45 for the 20 year. 
Limits That Will Be Written 


The limits which will be written ar 
$40,000 at ages 25 to 50 on the 10 year 
plan, $35,000 at the same ages on 15 
year, and $30,000 ages 25 to 45 on thie 
20 year. If assured desires to have t! 
monthly income feature eliminated this 
may be done without medical examina- 
tion and at small cost, the premium pay- 
able at the change to be that for ord 


nary life at original age of issue. Rat 
under the three plans are: 

Age 10 Year 15 Year 20 Year 
20 $19.89 $20.89 $21 
25 22.13 23.19 24 
30 24.93 26.14 27.58 
35 28.72 30.28 3 

40 33.96 36.15 38.99 
45 41.29 44.55 48 
50 51.65 56.44 

55 66.33 es 





Illinois Life 


The Illinois Life is adding to its equip- 


ment by announcing new annuity con- 
tracts. It has put reversionary annt 
ties on its list and in addition 


nounces its new cash refund retirem: 
annuities at age 60. On the death of t 
annuitant, either before or after the fir 
payment is made, the beneficiary will re- 
ceive in a single cash payment the ex 
cess, if any, of premium paid calculat 
on the annual premium basis over t 
total annuity payments received by t 
annuitant. 


Pan American Life 


The Pan-American Life is now issuing 


a family income policy and a new |! 
expectancy policy. Monthly income and 
double indemnity benefits are allowed 


with the latter policy, which is converti- 
ble at any time during the period cov- 
ered, prior to five years before expira- 
tion of the contract. This policy is de- 
signed to cover the average earning 
period of life, when life insurance pro- 
tection is most needed, and provides such 
protection at a level premium during ex- 
pectancy. 
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